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VOICE of the TRADE 


**THE Crispin Trade, 
What better trade can be 
Ancient and famous— 
independent, free.” 
Devlin—Shoemaker Poet. 


* * * 


EDAN M. HANEY of Haney’s shoe 


store in Lincoln, Neb., says: 








“You ask me how I view the com- 
ing year. I can truthfully say that 
I am not so optimistic as I was a 
year ago at this same time, al- 
though I believe that business as a 
whole will be far better than it 
was in 1935. 

“We cannot look forward to any 
real prosperity in this territory until 
the farm picture is materially im- 
proved. The drought and short 
crops of the past few years have 
slowed down the consumption of 
merchandise and commodities to the 
bare necessities and a_ bountiful 
crop is needed to again fill up our 
empty corn cribs and granaries. 
When this exists, we will have a sur- 
plus so that we can buy a few lux- 
uries and prosperity, as we measure 
it here is available when the masses 
of our population live beyond the 
bare needs of necessity. It will take 
another full year in this territory 


before we can reap and market a 
crop, and for this reason I cannot 
see much in the way of increased 
activity for 1936. 

“This is my own opinion, deduced 
from limited activities in which I 
am interested and is given to you 
voluntarily with no liability on me, 
and is subject to change without 
notice.” 

* * * 
DR. JOSEPH LELYVELD, 
podiatrist of Rockland, Mass, says: 

“Shoe men have a real chance to 
guard the health of future genera- 
tions through the proper shoeing of 
children. This is one of the great 
problems of 1936.” 





HIERALDING a new and better 
year, Hofheimer’s, of Norfolk, Va., 
held a formal opening of their mod- 
ern shoe store at 325 Granby Street, 
on Monday evening, Dec. 30. It was 
a gala event, with souvenirs and 
flowers in friendly token of the 
affection of the citizens of Norfolk 
for that famous old concern. 
* * * 

CLYDE K. TAYLOR of Stuart J. 
Rackham, Inc., of Detroit, Mich., 
says: 

“We view the coming year with 
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material optimism. In the shoe 
business, as in all business, the sur- 
vivors are those who have been en- 
dowed with 101 per cent optimism, 
hence the survival. 

“The past three years have shown 
the ability of the retail shoe in- 
dustry to hold its own when opti- 
mism was backed by faith in the 
industry only. The coming year, 
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1936, however, presents so many 
concrete material facts on which to 
build up the optimism that has been 
assumed through the few years past 
that efforts will be rewarded by 
some profitable increases in the re- 
tail shoe business. 

“Care should be taken by the 
buyer or owner to adhere strictly 
to a different and sound plan of 
merchandising. Strive for a greater 
turn-over and a consistent profit if 
you are to profit by the increase in 
volume. Over-buying, prompted by 
increased prices is more apt to mean 
a loss than a profit. Buy as you 
can sell; operate your business 
when your volume increases as you 
were compelled to do when volume 
was lower and your profit will be 
higher. Remember: Higher profits 
will pay the higher rents, higher 















salaries, higher taxes and have you 
in a higher spirit. 

“Retail shoe business should 
show an increase in volume from 
15 per cent up in 1936 over 1935.” 


* * * 


eJ P. O'ROURKE of the O’Rourke 
Shoe & Foot Clinic of Oklahoma 
City, says: 

“While I believe we have three 
years of successful business ahead, 
I would advise buyers in all lines 
of shoes to be very cheerful in re- 
gard to their inventory and at all 
times to keep it clean from stale 
merchandise; place orders for mer- 
chandise often and not buy before 
they are positive in their own minds 
that they have a market for such 
merchandise. 

“This might sound pessimistic 
but, on the contrary, I am very op- 
timistic for the future. As I see it, 
people have become somewhat con- 
scious that we are in an inflation 
area, while not the inflation that is 
generally spoken of but one that 
will continue for some time, and 
this will mean that people who have 
money in savings, will draw this 
out to make investments in order to 
bring up earnings on this money. 

“Along with this money and 
money that is being spent by the 
government, it would be a natural 
thing that this will mean more 
money in the hands of the general 
public and we all know when the 
American people have money, they 
will spend it.” 




















oJ. H. BURTON of Burton’s Walk- 
Over Shop in Lansing, Mich., says: 

“With 1936 I go into my 33rd 
year of retailing shoes. If any one 
were to ask me what I thought of 
business, I would say that I should 
like to go on with it for 50 more 
years. I have seen hard times and 
good times and have enjoyed it all. 

“For the first time in five years 
we are beginning to put new heart 
into the business. We have gone 
through the depression era and 








MORE ABOUT TAXES 





—In my column in last week's 
Recorder | gave certain startling 
facts about taxes. 

—Here are some more — equally 
startling. 

—Lewis H. Brown, president of 
Johns-Manville Corporation, says: 

"In 1934 automobile taxes in 
the form of license fees, gaso- 
line taxes, and taxes on the 
automobile as personal prop- 
erty totalled over $1,200,000,- 
000. Yet the price that the 
automobile manufacturers re- 
ceived for the cars they sold to 
the automobile dealers was 
$1,147,000,000. Is it possible 
that more automobiles might 
be sold and more employment 
given if the cost of government 
were somewhat less?" 

—Most of our citizens pay rent in 
one form or another. 

—Do you know that 341% of the 
rental bill for residential property, 
and 281/,°%, of the rental bill for 
business property is made up of 
taxes? 

—With $317.00 as the average ten- 
ant's rent in 1933, the amount of 
$95.00 was due to taxes. 

—Last year the petroleum industry 
paid more than one billion dollars 
in taxes. 

—The net earnings of the entire 
petroleum industry was $204,000,- 
000. 

—$4.00 in taxes for every dollar that 
it earned on its twelve billion dol- 
lar investment! 

—Think it over! 
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now begin to feel the recovery. The 
happiest side of the picture is the 
general improvement all along the 
line. 

“T believe that 1936 is going to 
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1936 





be one of the best of my 33 years. 
While we may mot do the volume 
of business we have during pre- 
depression days, our expenses are 
down, our stock under better con- 
trol and, in fact, our business is so 
well in hand after the experience 
we have been through that I feel we 
can face 1936 as a banner year. 
“Recovery is on us and a sane 
prosperity is ours if we will but 


go after it.” 
* * * 


GEORGE P. UTLEY, president of 
Craddock-Terry Company of Lynch- 
burg, Va., informed 50 salesmen 
of their general line at their winter 
convention on Dec. 19, that Crad- 
dock-Terry made 200,000 pairs of 
shoes more in 1935 than it did in 
1934. 

“The company is progressing be- 
cause of the smooth-running, ef- 
ficient organization and is in a 
strong financial position. It has 
ample cash reserves to do a much 
larger business in the future. The 
company enters the new season with 
great confidence for the year 1936 
should be one of the best in his- 
tory.” 

Mr. Utley expects an increase in 
shipments from the instock depart- 
ments of a million dollars during 
the fiscal year. 

W. M. Roberts, A. L. Noell, A. H. 
Easley and J. L. Cobles were 
awarded prizes as members of the 
Hundred Thousand Dollar Club. 
Their shipments amounted to more 
than one-hundred-thousand dollars 
in 1935. 





the heels, the more room a pair 
of shoes takes up in the box. Every 
shoe clerk knows that, especially 
if he has come across a box that 
has buckled because a pair of shoes 
with extra high heels has been 
crowded into it. 

An ordinary barrel holds 900 
heels of the 6/8 class, and but 500 
of the extra high class; and as 
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many as 1200 of the extra low class. 
Heels come to shoe factories in bar- 
rels, if they are of the leather or 
fiber sort. It’s surprising the dif- 
ference in the counting of them, 
this difference being due to the 
sizes of the heels. 


* * * 


J. W. BARBEY, president of J. 
Edwards & Co., Philadelphia, Pa., 
says: 

“America has turned the corner” 
—a hackneyed phrase, to be sure, 
and one that has undoubtedly been 
much overworked in recent years. 
Yet it is a phrase that expresses with 
no small degree of certainty the out- 
look for the country’s future, as 
seen from the angle of the manu- 
facturer of junior footwear. 

“Yes, America has turned the 
corner—the Nation has faced the 
facts. No longer are consumers 
satisfied with goods of inferior qual- 
ity for the sake of saving a few 
pennies. The past few years have 
taught Americans the meaning of 
a keen, sound sense of values. The 
cheap is being discarded. The cost- 
ly is being avoided. And what is 
the result? No longer are things 
measured by the Yardstick of Ex- 
travagance, but rather by the Rule 
of Value. 

“Reports that are constantly flow- 
ing into our offices show that all 
the finer organizations have their 
houses in order and are prepared 
to meet the New Future. 

“Do retailers sense this change? 
Definitely yes! With the season’s 
selling peak lying right ahead, 
dealers everywhere are making the 
return to quality. 

“In short, the nation is breathing 
once more. It is a healthy sign.” 

* * * 


IN going over the sale situation as 
it exists in his stores, Russell Wer- 
ner of San Francisco gave some 
real advice when he said: 

“We only take reductions on 
those shoes which we feel should be 
sold. In this way sales may be 
made to be really profitable. Store- 
wide reductions are a clumsy way 
of cleaning house. 

“I believe it is better to take 
lemons and slaughter them. Hold 
good shoes for later. Possibly it is 


1936 


well to supplement the sales through 
special purchases, if the case war- 
rants. One thing is most important, 
with the backing of the Shoe Guild 
we are sure to have a longer life 
for our styles, so the need of slash- 
ing prices of good shoes has ma- 
terially lessened.” 
* * * 


ARTHUR GALE of the Tradehome 
Shoe Stores, Inc., St. Paul, Minn., 
says: 

“Whether one is in sympathy 
with the philosophy of the ‘New 
Deal’ or not, it is practical to admit 
that the tremendous amount of 
money put into circulation by the 
various agencies of the Federal Gov- 
ernment have some effect on pur- 
chasing power. 

“It is interesting to note that 
during the last six presidential 
years, three years show a decrease 
in business in comparison with pre- 
ceding years and three years show 
an increase. 

“In view of these facts, I am of 
the opinion that 1936 has an ex- 
cellent possibility of being a good 
year. 

“Whether it is a profitable one 
or not will, as usual, depend upon 
individual operation.” 


* * * 


IT is no trick at all for a store as 
far away from the market as Reno, 
Nev., to get a four times pair stock- 
turn, even though it specializes on 
women’s fashion footwear, Herbert 


"Ready fellers! 


Tait told me. “No one can nip a 
little from all manufacturers and 
hope to have a profit at the end of 
the year,” Mr. Tait declared. “It is 
possible to show a fair dollar gain 
by keeping to a few houses and 
judiciously using their in-stock ser- 
vice, in spite of the fact that a store 
has retail prices of from $7.75 to 
$16.50. 

“A good reputation for giving 
excellent fittings goes a long way in 
keeping women so well satisfied 
that they will wait for special 
orders. 

“One more thing on this stock- 
turn business—no matter how much 
a man may personally like and 
value his stock, he must clean it out 
each season,” is the way he ex- 


pressed it. 
* * * 


A GOOD sign displayed in the 
Armishaw Shoe Store, Portland, 
Ore.—“Warning. Don’t Burn Your 
Shoes. Wet leather of any quality 
crystallizes very easily when a 
steaming heat is generated. The 
natural oils are eliminated and the 
shoe cracks.” 
* * *% 


A LITTLE finger light, concealed 
at the bottom of the full-length 
mirrors in the Frank More store in 
San Francisco, and which is turned 
on and off by the salesman, turns 
the trick of calling the customer’s 
attention from her full-length reflec- 
tion in the mirror to her shoes. 


Here's the guy who sold Mama my dancing pumps.” 
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YOU CAN°’T FOOL 





Statement of 


Bergville, Ill. 
December 18, 1935 


Credit Sales ........... 


Total Sales .............. 








Other Assets ........ 








Economy Cash Shoe Store 


IG 5 5050.5 89:50: 00 pho een end eniensiees .. $33,158 


.. $13,106 36.1% 
..++ 11,060 30.4% 
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w+ $ 2,046 


Liabilities 


A Shoe Mfg. Co. ..... $ 800 
Accounts Receivable . 1,604 B Shoe Mfg. Co. ..... 3,462 
Merchandise ........ 17,000 C Shoe Mfg. Co. ..... 2,700 
Other Liabilities ...... 











3,102 












5.7%, 











Here are reproduced exact copies of certain im- 
portant letters which are written about the first 
of the year—every year. They explain themselves. 


ECONOMY CASH SHOE STORE 
Bergville, Ill. 
December 18, 1935 
Credit Manager, 
D. Shoe Mfg. Co., 
Chicago 
Dear Sir: 

Enclosed you will find my detailed order for $1,500 
worth of shoes. Since this is my first order to your 
concern I am very pleased to send herewith my finan- 
cial statement. 

In fact, I am rather proud of this statement, for it 
shows my assets to be over three times the amount of 
my liabilities, a fine showing, don’t you think? | 
sell at very close margins, which accounts for my 
large volume, $36,000 in a town of 12,000 people. 
My expenses are low, being only 30 per cent of my 
sales, and last year I made over $2,000 on which I 
lived very comfortably. You see, too, that I made 
a fine gross margin on my sales. 





If you were a manufacturer, how would you analyze the above statement? 
Then see if your conclusions agree with those reached by Mr. French 


I will soon clean up all the bills I owe these othe: 
manufacturers, then if you treat me right I will give 
vou almost all my business. 

Please ship this order right away, as I need the 
shoes badly. I will pay you promptly according to 
your regular terms. 

Yours respectfully, 
A. Shoeman. 


D. SHOE MANUFACTURING COMPANY 
CHICAGO, ILLINOIS 
December 21, 1935 
Mr. A. Shoeman, 
Economy Cash Shoe Store, 
Bergville, Ill. 
Dear Mr. Shoeman: 

Thank you for your order of the 18th and also for 
your financial statement. I hardly know when I have 
received a statement which outlines so clearly the 
financial condition of the sender. 

However, so that we may understand each other. 
I may as well tell you that, as I see it, your stock is 
not worth $17,000, your gross margin was not 36.! 
per cent, your expenses were much more than $11,000. 
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The CREDIT MAN 


The Manufacturer Often Knows More About the 


Retailer’s Business 


Than the 


Retailer Himself 


Knows. 


you did not make $2,000 profit, your accounts re- 
ceivable are not worth $1,604, you cannot possibly 
pay off quickly the bills you owe, you could not pay us 
promptly and your financial ratio is nowhere near 
three to one. 

Those are harsh words, Mr. Shoeman, so naturally 
you expect me to prove every one of them. First, let’s 
see how long it will take you to pay up those accounts 
you already owe. Your sales are about $3,000 a 
month and you say your expenses average about $900. 
This leaves $2,100 available every month to pay for 
merchandise—and you owe $6,962. 

Figure it for yourself. It will take very nearly 
three months to pay your old accounts before you 
would have a penny available to pay us on these new 
shoes you want us to ship. It’s just plain arithmetic. 

But worse yet! Your expenses are far more than 
‘the $11,060 you report. You say you lived “very 
comfortably” on the $2,000 profit, which certainly 
means you did not include your own salary in the 
expenses. So the $2,000 you call “profit” really be- 
longs in the expenses. Profit is something that comes 
over and above your salary. 

You cannot be right in saying you sell cheap and 
at the same time report a nice gross margin of 36.1 
per cent. Which statement is incorrect? The one 
about the gross margin, for it was far less than 36.1 
per cent. 

How do I know? You realize, of course, that the 
correctness of the gross margin figure depends upon 
the accuracy of the inventory figure. You have a 
certain stock of shoes on the shelf. If you invoice 
them “high” you will show a high gross margin. If 
you take them “low” the gross margin is reduced ex- 
actly the same amount. 

I know for a fact that your $17,000 inven- 
tory was taken far too high—if, indeed, you 
took an inventory at all. Besides, you guessed 
at the total,,for no inventory ever comes out 
in exactly even money like your $17,000 figure. 

No, you guessed it was worth $17,000. Now 
let me guess, for I happen to be an expert at 
estimating the worth of a shoe stock. 

The value of any stock of shoes depends on 
how much money that stock will bring in, 
doesn’t it? Your stock brought in $36,000 


by MURRAY C. FRENCH 


last year, and in a town of your size a shoe stock ought 
to be turning at least twice a year. That’s the minimum. 

Now follow me. A volume of $36,000 a year at 
retail means approximately $24,000 at cost. To make 
a two-time turnover this volume will support only 
a $12,000 stock. If you have invoiced your stock so 
it adds up more than $12,000 you have taken it too 
high. That excess stock is not working for you. It 
is just sitting there on the shelf, consequently it is 
not worth much. 

A stock that turns only twice a year averages around 
six months in age, and therefore much of it has lost 
part of its original value, especially in style shoes, 
which I notice is the type you are ordering. So just 
jot it down in your memory, Mr. Shoeman, that your 
stock is seldom worth more than one-third of your 
annual volume—and that is a high estimate. 

[TURN TO PAGE 28, PLEASE] 


ECONOMY 
CASH SHOE STORE 
Bergville, Il. 





STATEMENT 


The manufacturer can often turn a black statement 
into a bright red one 


















THESE shoes are the choice of the high style retailers represented 
in Palm Beach and Miami. Early selling indicates that each of these 
models will be a Southern success. And the Winter successes of 
the Southern scene set the pace for Summer styles up North. 

No doubt about the square toe taking the palm. No one thing 


can make a shoe look quite so new and interesting as this silhouette. 


It is shown in every type of shoe, but is selling by far the best in 
low-heeled tailored and semi-tailored models like Slater’s sandal 
and step-in (3 and 5). 

The next news is color. Pastels and high shades, particularly in 
patent leather. (Of Bonwit Teller’s success with this, more later). 
A surprising call for gray. More call for combination shoes—white 
trimmed with color. Also navy, brown, rust and wine trimmed in 
white. Pastel and multi-colored linens and patterned suedes. Lots 
of color, side by side with the perennial and best-selling white. 
Of course, this resort business is extravagant business. Not every 
store can sell the rainbow like this. But a vogue for colored shoes 
in Palm Beach and Miami means at least more color than last year 
in every retailer’s stock for the coming Summer. And every colored 
shoe sold means extra business! 

In spectator sports types, the most important part of resort sell- 
ing, the oxford still holds its first place. But almost every store 
also has a broad strap for this. season and expects to do well with 
it. Kiltie tongue effects and lower-cut ghillies are well represented. 
Shoes that have the oxford line but with a new look—like Frank 
Brothers’ white ghillie (4). [TURN TO PAGE 28, PLEASE] 





EARLY SUCCESSES FROM FLORIDA SHOPS... 


2. 


3. 


de 
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Two of Burdine's important shoes. 
The broad strap trimmed in brown 
alligator; the oxford with wine red 
accents. 


Patent leather and gayly printed 
linens are contenders for first place 
in afternoon shoes at Frank Brothers. 


Luggage tan calf model from Slater, 
typifying the tendency to make spec- 
tator sandals sturdier in line. 


|. Miller's square toe step-in in kid or 
buckskin; Frank Brothers ghillie tie. 


"Little Bishop" from Slater with 
squared toe and the important high 
front with D'Orsay cut at the sides. 


One of |. Miller's most salable shoes— 
the tintable linen sandal for afternoon 
and evening. 


Bonwit Teller’s bow pump in white 
patent trimmed in yellow, featured in 
a recent Fox Movietone release. 
















 §. WELLS UTLEY 


THERE are only two forms of government: “That 
whereunder people govern themselves, and that where- 
under they do not; that whereunder the inalienable, 
God-given rights belong to the citizen, or that where- 
under these rights belong to government, and the citizen 
possesses only such rights as that government chooses 
to delegate to him.” 

Under the former, a form of government which has 
been in existence less than 150 years, the common, 
every-day man in this country has been secure; secure 
in his right, irrespective of class or birth, to develop 
his inherent ability to the highest possible point; secure 
in his right to speak his thoughts unmolested, to worship 
his God as he chooses, and to have a press which is free 
to criticize gevernment and those who conduct it; se- 
cure in his right to choose a business and conduct it 
as his judgment dictates; secure in his right to freedom 
from tyrannical persecution, in his right to a trial by 
jury, to freedom from indictment except by a grand 
jury, and to the legal right to compel the testimony of 
witnesses; secure in his home by the provision that his 
property cannot be seized by government except through 
due process of law, cannot be entered and searched ex- 
cept upon an order from the court, cannot be taken 
over by the government for the quartering of troops or 
other purposes without his consent; and, finally, he is 
secure in his right, as the sovereign power in the State. 
peaceably to petition his government, or change that 
government and the people who constitute it. 

In return for this security, for the freedom to manage 
his own affairs, so long as he obeys the law, the com- 
mon man has of necessity assumed certain obligations 
and duties; the obligation to stand on his own feet, and 
to stand by the consequences of his own acts, whether 
they be successful or unsuccessful, to support himself 
and his family, to act as a law-abiding member of the 
State, and to support the government of that State. 

No man can freely and impartially discharge his 
duties as‘a citizen so long as he is supported through 
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and 


The Fature of ““Free America” 


There are only two forms of government— 
people govern themselves or they don*t— 


whieh should it be in 1936? 


by S&S. WELLS UTLEY 


PRESIDENT, Detroit Steel Casting Co., before 

the Congress of American Industry in conjunction 

with the annual convention of the National Asso- 
ciation of Manufacturers. 


the payroll of a political government, so long as his 
daily bread comes as a hand-out from that government. 
so long as the amount and character of the crop he 
plants, or the business he does, is subject to political 
control, so long as his operations are dependent on 
contracts financed by government money, so long a- 
his sources of credit are controlled by political forces. 
so long as his home or his business is subject to mort- 
gage held by government. There is infinitely more 
danger of human liberty being sold for glittering 
baubles than there is of its being lost through defeat in 
battle. It has been repeatedly charged that the reason 
we have suffering and want is because we have produce 
too much wealth, and that the way to correct the situa- 
tion is to destroy that wealth, so that we may all be poo: 
together; it has been repeatedly charged that the busi- 
ness man, the leader in wealth creation, is responsible 
for the depression, and that the way to get out of it i- 


_to handicap in every way possible those who are re- 


sponsible for producing the things we need; it has been 
repeatedly charged that the average man is no longer 
able to take care of himself, that he is no longer capable 
of planning and directing his own life, but that this 
must be done for him by government through bureaus 
and commissions appointed by politicians. 

Time doesn’t permit our going into the details of all 
the laws which have been enacted during this period 
Suffice it to say that notwithstanding all of their ap- 
parent inconsistencies, they have this in common, tha! 
they tremendously increase the power of the Federal 
Government, and specifically of the President, over the 
life and activities of the citizens; that they correspond. 

[TURN TO PAGE 42, PLEASE | 
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SELLING SHOES 
“DOWN The LINE” 


KF EW shoe men are taking advantage of the opportuni- 
ties of new business which is right in their laps, so 
io speak. Customers right in the store—friends or 
acquaintances of the selling force—and possibly the 
most obvious and at the same time neglected, close 
relatives of the store’s own trade. 

John Showalter, in his second floor shoe store in 
Kansas City has taken hold of the possibilities of sell- 
ing these obvious prospects. And he has done it in a 
very practical way. Back of the successful working 
of his method is the truism that the average shoe sales- 
man needs the stimulation of additional cash to make 
him have a proper and sustained appreciation of his 
possibilities of attracting new faces, and feet, to the 
store. 

The Showalter plan is to have each man file the 
names of people on whom he has worked. Then when 
these people buy shoes in the store, the salesman is 
given a dollar, regardless of who serves the customer. 

Two files are used in the store: One, the usual one, 
giving the history of each customer’s transactions, while 
the other one contains a list of all the prospects listed 
by each shoe fitter. Job number one, in the morning 
check-up by the bookkeeper, is to take the sales slips 
for the previous day, then to run through the list of 
prospective customers. As names are found, the card 
is transferred to the active file and the salesman is 
credited with a dollar. 

Salesmen build up their prospect lists from relatives 
of customers, from personal friends, from lodge con- 


SOHN SHOWALTER of Kansas City 
Decelops a Simple But Effective 


System to Make the Most of 


Numerous Every Day Sales 


Opportunities Which Many Stores 


Overlook 


nections and from chance acquaintances. Such stunts 
as getting mass names from the phone books are out. 
However, it is possible to acquire an impressive list 
of names, then to work on these people until they 
hecome regular store patrons. 


This phrase of “Down The Line” originated with 


- Showalter. It is his graphic way of selling a customer 


their entire shoe needs, as far as the resources of his 
store will permit. Next it takes in the selling of any 
person who accompanied the customer into the store; 
then come the close relatives of the customers. Taking 
one customer and selling her a wardrobe of shoes, sell- 
ing the relative who may accompany the customer either 
shoes direct or what the shoes sold in the store will 
do for her is what Showalter calls “Selling Down The 
Line.” 

It is interesting sitting in the store. talking with the 
boss, then to hear of the boys slip up. saying in a low 
voice, “Down The Line on that customer.” This, of 
course, is store slang for either fully servicing a cus- 
tomer by selling several pairs of shoes or selling who- 

[TURN TO PAGE 44, PLEASE | 


Just showing the practical results of some really fine ‘Down The 
Line’ shoe selling. As a result of previous intensive sales effort 35 student nurses flocked into the 
Showalter store at cne time to be served. All bought. 
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MAKE YOUR AD APPROPRIATION 


T HE beginning of the New Year, in the shoe store, is Conditions Call For More and Betty 


a time for inventory, stock clearance and budget mak- : 
ing. Since the fiscal year of retail business commonly Puapertianates Gn Ge Gate Gh Sone 
coincides with the calendar year, the merchant who 
conducts his store in an orderly manner must at this 
time approach the problem of what he expects to do 
with his business in the coming twelve months. He must 
set a quota for his sales, decide what sort of promo- 
tional activities he should undertake to attain the quota, 


determine how much he will need to spend for each 
form of promotion, as well as for the regular items of SMa all 4c LOGICAL ! 
expenditure necessary to the conduct of the business. me cere sett atthe gronh of on indy! Al pra 
The CH. Baker Show Company has been in operation, in California, 


Every intelligent retailer today tries to plan and 
birch From one small store, it has developed into a chain of 
stores... . equipped to bring to the people who need it a shoe sen, 


budget his business. It is relatively simple and easy pee 
to do this so far as those ordinary items of expenditure, don of ae asi oat erat the CH, Baker sos ete 
for which he has a definite background of experience, oor income” PH Witlnth "Nappy macium” rnge ofthe ever 
are concerned. He knows about his rent, his payroll, Toye witg saree ie 

his insurance, his various overhead items. The cost ise she pra ot 

of selling is a variable expense if the merchant operates pct rr 
on the commission plan, but it varies in proportion to : et ned 
sales, so that situation takes care of itself. What to toot lagi thing i the weit 
spend for advertising, window displays and the various 

activities that come under the heading of sales promo- 

tion presents a different problem, however. Here most 

retailers are likely to be governed by some fixed and 

arbitrary percentage figure which they have learned, 


from some source, represents the amount that should 


for Bigger Sales and Profit 





7, = HOSIERY 
9 OU \¢ r 


The “Happy Medium Stores” 





be spent. 

These arbitrary percentages may provide some guid- 
ance, to guard against going too far astray, but they 
must be applied with common sense and an apprecia- 
tion of the individual retailer’s particular needs and 
requirements. Even in normal times, when sales are 
running along on a fairly even keel, the retailer must 
take into consideration such factors as the location of 
his store and the nature of his business in deciding what 
percentage of sales he ought to spend for advertising. 
A side street location may require more advertising than 
one on a main shopping thoroughfare, and a style store 
catering to a more or less transient trade may have to 
spend more in the newspapers than a store that has 
built up a reputation for orthopedic footwear and fitting 
service, and which, as a result of its reputation, has a 
relatively constant clientele of customers who come back 
again and again. 

If the fixed percentage of sales method of determin- 
ing the advertising appropriation affords an imperfect 
measuring stick in times when business conditions are 
fairly stable, it is even less to be trusted in periods when 
sales volume is fluctuating widely. When business was 
in the swift decline that marked the early period of the 
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ONSPAY YOU PROFITS IN 1936 


promotional Activity in Shoe Stores, depression, retailers were obliged to curtail advertising 
appropriations, along with other expenditures, not be- 
cause they wanted to advertise less, but because their 
economic salvation compelled them to conserve their 
resources at every point and to the greatest possible 
degree. Moreover, there seemed to be reason to doubt 
: at that time whether advertising to consumers who were 
aa , on the verge of panic and bent on hoarding any money 
they had in their possession could effect any substantial 
stimulation of retail buying. Under those circumstances 
an advertising expenditure ratio based on normal ex- 
perience might be too high. 

At the beginning of 1936, however, we find exactly 
the opposite situation, with sales and dollar volume both 
on the increase in most shoe stores and prospects of a 
further increase in 1936. Retailers, by and large, are 
increasing the amount of their advertising and promo- 
tional expenditures because they feel that a public 
whose buying power is on the increase will be more 
responsive to every sort of attractive sales appeal. An 
advertising appropriation based on the same arbitrary 
percentage of sales as in 1935 would obviously be in- 
adequate and leave the store that employed such a 
method of reckoning at a disadvantage in comparison 
with competitors spending more. 


Bette 


sume Purchasing Power and the Prospects 


Profixfmas Recovery Gains Headway 


ir 


es 
si 


“> ar 


THEREFORE it is essential for the retail shoe mer- 


CKs 7s A chant, in planning his advertising for 1936, to take into 

| \ Sam consideration the volume of business he expects to do 
wi , this coming year, as well as the amount of his actual 
A » 4 | A, ><. ‘sales in 1935. And he will also consider, if he is a wise 


MY : peat 8 : and resourceful merchant, whether it may not be advis- 
thu ae able for him to depart somewhat from any customary 
percentage of sales for certain of his promotional activi- 
ties. He may well consider the advisability of launch- 
ing a bold campaign for increased business that will 
R75 . strengthen the position of his store in the community 
: and help him build for a more prosperous future. 


oat In planning his advertising for 1936, whether it be 
odo newspaper advertising, direct mail promotion, window 
as publicity or what not, the shoe man should endeavor 
te La f ‘ not only to increase its quantity to the extent that seems 
~~ of advisable on the basis of business expectations, but 


_ an 4 should also strive in every possible way to improve its 
quality. After all, the results that any advertiser may 
expect in return for the money he spends are determined 

) not so much by the amount of advertising space or 
material he buys, but rather by the degree of effective- 

= ness with which he uses it. It isn’t how much you 

= advertise but how well. 


[TURN TO PAGE 42, PLEASE] 
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he Editors Outlook 


MOVE GOODS AND YOU SOLVE EVERYTHING 


EF the merchant is to survive, he must hold fast to 
his origins. The merchant is one who ventures in 
the sale of goods in the hopes of profit. Just store- 
keeping won’t suffice. 

An old shoe merchant puts it this way: 

“A man opens his store with the best of intentions. 
He works hard but the results are negative. Why? Be- 
cause after a time he thinks the store runs itself. He 
opens the door and expects the customers to walk in. 
He limits his stock and fails to see in the reduction of 
store traffic that there is something wrong with himself 
as a merchant.” 

Make no mistake about it. We are entering into a 
vital retailing year. The center of interest in the past 
year was in production. Rising commodity prices en- 
couraged and accelerated production. But the goods 
must be distributed item by item to the public. Now 
is the test of the abilities of retailing in all lines to sell 
goods and to maintain, through store efficiencies, price 
levels that are within the reach of consumers’ incomes. 

What is more important is to capture the interest of 
the consumer in your store as a place where interest- 
ing footwear can be obtained. To sell a commodity in 
a store that only brings the individual customer into that 
store two or three times a year is not the true function 
of a merchant but rather the stale tradition of store- 
keeping. If the customer can be brought into the store 
at least once a month for some commodity to sell, then 
the merchant is living up to the standards of 1936. He 
has developed a stream-line interest on the part of the 
customer in his store, goods and services. The sales of 
hosiery, bags and particularly rubbers, galoshes and 
tennis footwear give added reasons for continuous cus- 
tomer contact throughout the year. 

So.we say 1936 is the great year for the retailer, pro- 
vided he is customer-minded. The very origin of his 
business is built up on giving goods and services to cus- 
tomers as individuals. 

We note the return of the spirit of merchandising for 
five years ago, when the retail store man was giving 
but part of his time to his business and spreading his 
capital to all sorts of investments, then was developed 
the age of store-keeping. Goods had lost their interest 
and the stock market ticker was more important than 
the click of the store cash register. 

But now the spirit of merchandising returns. 
The man who operates a store is again a mer- 
chant. His curiosity is aroused to new and diverse 
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items that can be sold at a profit. He is back again 
with a business that holds opportunity for him 
and his employees in every town, everywhere. 

May we just cite one little example of the aroused 
interest in the sale of goods through the shoe store? 
By and large, throughout the country, more rubber 
galoshes and Winter-weight rubbers have been sold this 
year than at any time in the past five years. Some mer- 
chants started the season early. One merchant sent out 
a letter on Oct. 24, signed by the retail store salesman 
and sent to each man’s personal C. U. customers. The 
letter stated: “I thought you would be interested in 
knowing that our selections of rubbers, overshoes and 
galoshes are very complete. Now is a good time to 
make your unhurried choice before the Winter season 
brings the crowd scurrying for rubbers. If you come 
in any day this week, I can take care of your needs or, 
if you wish to phone, I will send them to you and you 
will have that problem solved.” Some 1600 letters were 
sent out and better than ten per cent of the customer: 
bought their galoshes well in advance of the season. 

That was the action of a merchant in the true sense 
of the name, who enlisted the cooperation of his stafl 
and started the season well. 

Consider the variety of galoshes presented this year: 
the novelty of the fur trims and the fact that in many 
communities the shoe man had busy rubber days be- 
cause fortuitously “the storm broke between ten a. m. 
and six p. m.,” catching the customer in town without 
the necessary foot protection. The stimulation of white 
rubbers follows for February and March and then the 
splendid diversity of novelties in sandals, tennis and 
bathing types gives evidence of the fact that what wa- 
once 10 per cent of the total volume of business in the 
retail stores is perhaps returning. 

Remember, we are in a very changeable world of 
shoe fashion and there are beautiful things in all field- 
of footwear of interest to the public. So if we empha- 
size the fact that 1936 is to be the merchant’s great year. 
we do so in the hope of reducing “store-keeping” and 
increasing the capacity of the merchant to ven- 
ture in trade with things interesting to the 
American public. 
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When UTILITY is granted 


IT’S 


THAT 
SELLS 


HE utility of the rubber heel has been testified to by its 
almost universal acceptance by the public. 


There has remained to be offered just one thing that rubber 
heels did not have — and now Goodyear offers that. 


It’s style. 


The new wood core heel, fresh from the drawing board of a 
famed style designer, brings the finishing touch to a good 
shoe. Heels in other years have been adequate in performance, 
but now they add a definite contribution to the good looks of 
the shoe. And style sells. 


Let this new heel add that finishing touch to your shoes. A 
styled heel helps sell shoes. 


WINGFOOT 
SOLES 


AND 


HEELS 


MORE PEOPLE WALK ON GOODYEAR WINGFOOT HEELS THAN ON ANY OTHER KIND 


When writing advertisers please mention Boot and Shoe Recorder 
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Hosiery Offers a Genuine Opportunity 
for Increased Shoe Store Sales in 1936 


The 
NEW YEAR 
BRINGS 
NEW 
STOCKING 
SHADES 


And the new color problems are: What 

to choose for rust brown shoes. What 

to suggest for gray: What will be worn 
with navy blue? 


eB ANUARY 1 is the first day of Spring in the stocking industry. All 
the new color cards are out. Hundreds of different and interesting tones 
are on the market. From this multiplicity of colors how shall the shoe 
retailer narrow down his choice to a few shades that he can merchandise 
most profitably? Suppose he can only have eight colors to take him 
through Easter. What will these eight colors be? 

This year, like every other year, he needs a neutral taupe shade, a 
little lighter than this Winter’s version. And he needs a medium brown 
(like Pago on the Color Card), a neutral beige, (Marimba), and a gun- 
metal. These four are as sure as shooting. Whatever colors may come 
or go in costumes, these colors in stockings seem to go on forever! 

His most important new consideration is what to choose for these 
new brighter browns in shoes, the Chaudron, Bourbon and Luggage 
tan range. The consensus is that with these coppery browns a blending 
stocking must be worn. A neutral is no use—it kills the shoe color 
completely. The Textile Color Card calls these new coppery shades 
“Burnt Colors.” They are not to be confused with suntan shades, as 
they are orange, not rosy in cast. They look a little wild in the hand, 
but very effective on the leg! Smart women are wearing these new 
copper-colors not only with matching shoes, but with black, with navy, 
with brown and with gray. They are the headline news for Spring and 
should be represented, in one middle shade at least, in every shoe shop. 
Older conservative women won't like them. Ladies with large legs 
should avoid them like the plague. But the young, smart trade must 
have them! Three burnt, coppery shades are suggested by the Textile 
Color Card. These three shades are extremely bright. Most of the mills 
are showing somewhat more conservative versions of these colors. 


This photograph courtesy 
of Propper-McCallum. 
Note that the Color names 
in parentheses in the text 
are from the Textile Color 
Card. 








1936 Spring Hosiery Colors 
As Released by 
Textile Color Card Association 


"Burnt" Shades 


(Reflecting the smart influence of the copper 
range in costumes and accessories.) 


BURNT NUDE... . a light sunburnt beige. 
BURNT OCHRE .. . a glowing suntan. 
BURNT COPPER . . 


* * * 


- a burnished copper. 


MISTY ... a subtle beige of blush undertone. 
TOASTY ... a rich suntoned beige. 
SNAPPY ... a spicy hue of coppery cast. 
MOONDUSK . . 
MARIMBA .. . a dark neutral beige. 
PAGO ... a light tropical brown. 


"Club Colors" 
BILTMORE BLUE . . . a new swagger navy. 
DEL MONTE WINE... 


vintage tone. 


PINEHURST GREEN .. . a subtle new green 
of bronzy overtone. 


- @ medium taupe gray. 


a new mellowed 


For the Co-ordinations notes on these colors 
see page 26. 
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Illustrating the import- 
ance of light shades for 
formal afternoon wear. 


THE next question before the house is gray. From 
all sections of the country come reports of early buy- 
ing in gray shoes. Gray has been exceptionally good, 
as a matter of fact, all Winter. Gray coats have sold 
in surprising numbers this Fall. Gray suits will be 
widely promoted in the early Spring. And when we 
have a gray flurry in clothes and shoes, there is in- 
evitably a demand for gray stockings. Not that gray 
stockings are smart. They aren’t. The smartest women 
will wear other colors—suntan and copper colors with 
gray. But many women will always want to match 
their gray shoes. And so the retailer who doesn’t have 
a gray stocking will be missing business this Spring. 
He can’t afford to be without it. 

The Textile Color Card proposes a middle gray 
(Moondusk), with a fairly warm cast which will go 
with either light or middle values in gray shoes. Some 
of the hosiery mills have three shades of gray—but 
one middle color is probably sufficient for the average 
shoe store’s requirements. 

Then comes the question of navy blue stockings. 
The feeling is that this “costume” color in hosiery 
will be real volume this Spring. It started, of course, 
last year, with the Princess Marina’s endorsement of 
this color for her trousseau. Some stores were very 
successful with it; others did little with navy. But this 
Spring it has every chance to succeed generally. 

Sheer numbers are the best bet. And last Spring’s 
experience also proved that the shade of navy selected 
should be light and bright. Just as the first navy shoes 
—several seasons ago—were so deep that they got con- 
fused with black under electric light, so were last 
Spring’s navy stockings often dyed a shade too deep. 
So if you are picking a navy, choose a color that is 
true blue in any light. 


These two snapshots, showing hosiery in action, 
courtesy of Phoenix. 


The type of clothes and the type of customer 

that demands the new copper-colored stockings 

—shown worn with a gray suit, with Bourbon 

calf pumps and with a navy ensemble with navy 
blue sandals. 


So now we have seven stocking colors. It takes at 
least one more to round out the picture—a rosy me- 
dium suntan that is so many women’s choice to wear 
with navy, and which is the tonality that looks best 
with wine red. If you can manage a ninth color, then 
it could well be a lighter shade of the same cast, and 
that color should be promoted to wear for afternoon. 
Light stockings like this are growing more important 
for formal wear, with opened-up afternoon shoes. 
Shades that used to be considered evening shades or 
resort shades only are now in the daytime picture for 
afternoon. 

For the red and green stocking shades (which are 
included in the Color Card under the names Del Monte 
Wine and Pinehurst Green) there is very little volume 
enthusiasm. They are considered only a special order 
proposition for extremely limited selling. Slate gray 
stockings, with their decided blue cast, which had a 
vogue last Spring, are repeated in several of the 
hosiery lines. Light skin tones, chamois, pale beige, 
and pastels are for much later on in the season, when 
Summer shoes come on the scene. 
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1936 Spring Hosiery Colors 





Following is the official announce- 
ment of the Textile Color Card Asso- 
ciation of the United States, Inc., re- 
garding Spring Hosiery Colors: 

“Burnt” Shades and “Club Colors” 
are important fashion themes high- 
lighted in the collection of 12 Spring 
hosiery shades just released by the 
Textile Color Card Association to its 
members. 

The glowing “burnt” tones, Burnt 
Nude, Burnt Ochre and Burnt Copper, 
reflect the smart influence of the chau- 
dron or copper range in costumes and 
accessories, it was explained by Mar- 
garet Hayden Rorke, managing direc- 
tor of the Association. These three 
shades interpret a new style movement 
in hosiery colors for Southern resort, 
cruise and Summer wear with white, 
the pastel “Riviera” and “Alfresco” 
colors, as well as the brilliant “Bon 
Voyage” and “Rendez-Vous” colors ap- 
pearing in the Association’s Spring 
silk and woolen collections. 

The “Club Colors,’ Mrs. Rorke 
stated, are sophisticated shades, smart 





As Released by Textile Color Card Association 


alike for town and country wear. They 
comprise Biltmore Blue, Del Monte 
Wine and Pinehurst Green. They are 
especially effective as a contrast to 
sports clothes in white and colors. 

This season, the Association has in- 
augurated an entirely new format for 
presenting the hosiery colors to its 
members. This first release is in a 
confidential advance issue, arranged in 
book form, with a large swatch of each 
color on a separate page. Coordination 
notes printed below each shade indicate 
the new costume and shoe colors with 
which it keys. The regular edition of 
the hosiery card will follow later, Mrs. 
Rorke announced. 

Following is a description of the new 
hosiery shades, together with their co- 
ordinated costume and shoe colors: 


1936 Spring Hosiery Colors as Released 
by Textile Color Card Association 
"Burnt" Shades 


BurRNT NupDE—a light sunburnt beige. 
The perfect complement to sports and 











Summer clothes in white and pastel 
tones. Also a very smart evening 
shade. 

Burnt Nude can be worn with shoes 
in Chamois Yellow, white, the pastel 
“Bouquet Colors” and the gay “Casino 
Colors” in our Spring Shoe and Leather 
Card. Also harmonious with other 
Spring shoe shades, as Chaudron, 
Caramel Brown, Marine Blue, Marrona, 
Bourbon or Sunbisque. 

BuRNT OCHRE—a glowing suntan. 
Emphasized as a very new high fashion 
shade for Southern resort and Summer 
wear with pastels and white, as well as 
with vivacious hues. Particularly har- 
monious, because of its warm rich cast, 
with the new gold tones for sports and 
evening wear. 

Burnt Ochre is smart with shoes in 
Chamois Yellow, white, pastel tones, 
lively hues, Chaudron, Caramel Brown, 
Ginger Brown, Bourbon, Marine Blue 
or black. Also favored for evening 
wear with the gold or silver slipper. 

BURNT COPPER—a burnished copper. 
[CONTINUED ON NEXT PAGE] 






















ON DISPLAY 


At the Boston Show, 
January 12-15, 1936, 
on display at the Hotel 
Statler in Booth No. 1 
and Sample Room 421. 





hosiery counter. 


desire to buy. 


Hosiery should be displayed on Fairy Forms in every 


well equipped shoe store. 


There are also Fairy Forms for every type of shoe. Write 
today for our descriptive folder. 


SHOE FORM CO., Inc. 
AUBURN, N. Y. 


Manufacturing Branches 


United Last Co., Ltd., Montreal, Canada 


Northampton Frankfort 
England Paris Germany 
Melbourne, Australia France Mexico City, Mexico 


TO SELL MORE HOSIERY 


Here is an easy and inexpensive way to brighten up your 
Use Fairy Forms to show the new 
Spring colors, the new textures and other selling features 
in your latest hosiery stock. Customers will stop to 
admire this life-like display and it will increase their 
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1936 Spring Hosiery Colors 


[CONTINUED FROM PAGE 26] 


An extremely important high style in- 
terpretation of the chaudron or copper 
theme in hosiery. Harmonizes with 
these same shades in costumes and ac- 
cessories. A dashing accent to grays, 
greens, saffron tones, animated hues, 
lively tweed mixtures, navy and black. 
Also a stunning contrast to white, 
natural or peasant linen tones and pas- 
tel yellows, blues and greens. 

Burnt Copper keys with shoes in 
Chaudron, Bourbon, Luggage Tan, 
Marine Blue, Biarritz Green and Tou- 
quet Blue in the “Casino” group, For- 
get-Me-Not Blue and Greenbud in the 
“Bouquet” group, gray or black. 

* eo % * 

Misty—a _ subtle beige of blush 
undertone. An illusive new color that 
keys smartly with the fashionable vio- 
line, purple and cornflower hues, as 
well as rose tones, bluish reds, includ- 
ing American Beauty and raspberry 
types, rosy beige and greens of bluish 
cast. Because of its subtle blending 
qualities, it is particularly harmonious 
with multi-colored prints in any of the 
above costume colors. 

Misty may complement shoes in 
Marine Blue, Oriental Oxblood, Lido 
Violet and Touquet Blue in _ the 
“Casino” group, Caramel Brown, Mar- 
rona or black. 

Toasty—a rich suntoned beige. A 
highly versatile shade, because it goes 
equally well with so many smart cos- 
tume colors. These Spring ranges in- 
clude warm beiges and browns, greens, 
rusts, all blues except those of grayish 
cast, pastels, vivid hues, white or black. 

Toasty is correctly worn with many 
shoe colors, including Caramel Brown, 
Ginger Brown, Marrona, Sunbisque, 
Marine Blue, Bourbon, Chamois Yel- 
low, the “Bouquet Colors,” the “Casino 
Colors,” white or black. 

SNAPPY—a spicy hue of coppery cast. 
Smartly accents costumes in the fash- 
ionable chaudron, rust and capucine 
hues, grays, greens, warm browns and 
beiges, navy and lighter blues or black. 
Has strong promotional value for re- 
sort and cruise wear with white, 
natural or peasant linen tones, pastels 
and the brilliant “Bon Voyage” and 
“Rendez-Vous” Colors. 


For Sports Footwear 


Snappy is very swank with sports 
shoes in Chamois Yellow or white com- 
bined with Chaudron or Bourbon. It 
is likewise appropriate with Caramel 
Brown, Chaudron, Marrona, Marine 
Blue, gray or black shoes. 

MoonpUSK—a medium taupy gray. 
The neutral qualities of this Spring 
tone render it highly important for gen- 
eral wear with many costume colors, 
including navy, the high style grayish 
or soldier blue types, ruby and reds of 
the vintage range, grays or black. 


Moondusk is appropriate as a neutral | 
complement to Marine Blue, Oriental | 


Oxblood, grey or black shoes. 


MARIMBA—a dark neutral beige. This | 
smart neutral tone has wide acceptance, | 


for early Spring wear, as a complement 
to town costumes in navy and medium 


blues, grayed greens, such as the new | 
reseda and almond types, reds, grays | 


or black. 


Marimba is correct with 


gray or black shoes. 


Pacgo—a light tropical brown. A | 
warm light brown that fills the need | 


for a smart transition shade to bridge 


the season from late Winter to early | 


Spring. It keys with many darker 
costume shades, including rich caramel 
brown, yellowish greens and tweed mix- 
tures. Also supplies a high fashion 
contrast to the black custume. 

Pago can be worn with Ginger 
Brown, Marrona, Indies Brown, green 
or black shoes. 


"Club Colors" 


BILTMORE BLUE—a new swagger 
navy. Very smart as a contrast to re- 
sort and Summer clothes in white, nat- 
ural linen tones or pastel blue. Also 
keys with the navy or gray town cos- 
tume for early Spring wear. 

Biltmore Blue is particularly effec- 
tive for resort, cruise and Summer 
wear with shoes in white, natural 
linen or chamois yellow combined with 
marine blue. Also goes with Chaudron, 
Luggage Tan, Marine Blue or gray 
shoes for town wear. 

DEL MONTE WINE—a new mellowed 
vintage tone. This rich wine tone is 


highlighted as an unusually chic ac- | 
cent to sports costumes in white, natu- | 
ral or peasant linen tones and pink. | 


It is likewise effective for town wear 
as a contrast to swagger costumes in 


Oxford gray, navy and tweed mix- | 


tures. 


Smart Accent for Sports Shoes 


Del Monte Wine is very smart with | 


sports shoes in white combined with 
Oriental Oxblood. It is also correct for 


town wear with Marine Blue, Oriental | 


Oxblood or gray shoes. 
PINEHURST GREEN—a_ subtle 
green of bronzy overtone. Extremely 
swank as a contrast to sports clothes 
in yellow, gold, saffron or orangy 
tones. Also keys with town costumes 


in the new chaudron and capucine | 
ranges, as well as lively tweed mix- | 


tures. 


Pinehurst Green is especially new as | 
a contrasting accent to sports shoes in | 


chamois yellow, chaudron or luggage 
tan. Likewise keys with caramel 
brown, ginger brown or marrona. 


Indies | 
Brown, Marine Blue, Oriental Oxblood, | 





new | 





EXCLUSIVE 
SALES APPEAL 


—quality 


—priced for profit 


—assured volume 


ALLIS SLT, 


an S-V-M-: full-fashioned 


stocking 


It simply CANNOT run! 


SHEER CHIFFONS 
ALL SHADES 
e 


SCHUYLKILL VALLEY MILLS 


EMPIRE STATE BLDG., NEW YORK CITY 
SPRING CITY, PA. 














Page 28 





You Can't Fool the Credit Man 


[CONTINUED FROM PAGE 15] 


Of course, I am referring to the 
average worth of the stock through- 
out the year. At times it will be 
worth less and at other times it will 
be worth more, as, for instance, right 
after receiving a large shipment of 
new shoes. 

Maybe that is why yours is high? 
No, that cannot be the case, for you 
ask us to ship this order “right away, 
as I need the shoes badly.” From 
that statement I know you are not 
stocked up with new shoes. And that 
same statement tells me that not much 
of your $6,962 accounts payable is 
in recent bills which are not yet due. 


Fresh shoes mean fresh bills; old 
shoes, old bills. Sorry, to say, yours 
are old. 


This leads me to wonder why you 
have no bank loans. Banks exist to 
lend money to worthy merchants. 
Wouldn’t it be desirable for you to 
borrow a few thousand dollars from 
the bank and pay it on those manu- 
facturers’ bills? I fear I know the 
reason. The bank, being close at hand, 
for some reason does not consider your 
business a good risk. I can hardly 
afford to go counter to their judg- 
ment. 

Something else tells me your $17,- 
000 inventory figure is merely a guess. 
That is the December 18 date on your 
statement and on your letter. No- 
body takes inventory on December 18, 
a Wednesday. And if you really did 
such a peculiar thing you could hardly 
have totaled it up and written your 
letter all that same day and put it in 
the mail so it would bear a 1.30 p. m. 
postmark. No, you guessed at this 
inventory. 

I see your letterhead proclaims 
yours to be a cash store, but still you 
sold $3,102 on credit last year. Haven’t 
you the courage of your convictions? 
You list your accounts receivable at 
$1,604, but they are not worth that 
much, 

How do I know? Your credit sales 
averaged about $258 a month, but you 
still have $1,604 on your books, which 
means the average age of these ac- 
counts is very nearly six months. Ac- 
counts that age are never worth their 
face value. It is hardly possible that 
yours are worth over $1,000 (about 
four months’ credit business), so for 
my own records I am putting the other 
$604 in your expenses, listed as bad 
debts. 

And, by the way, your assets add 
up $21,141, not $21,241. I wonder how 
many other mistakes you made in your 
arithmetic. 

Then, too, I wonder why you are so 
suddenly anxious to break into our 
line and “give us almost all” your 
business. We feel complimented, of 


course. But we at the factory are well 
acquainted with the three manufac- 


turers you now owe. 


They, too, make good lines of shoes. 
They, too, have splendid reputations 
for good service and fair treatment 
to their customers. You give no rea- 
son for wanting to make this change, 
so I can only conclude they are shut- 
ting down on further credit. Am I 
right? 

Just for your own good I might put 
down my estimate of a true statement 
of your affairs. 


Your Statement 








it a. $17,000 
Gross Margin .. 13,106 36.1% 
Expenses ....... 11,060 30.4% 
Profit or Loss...$ 2,046 5.7% Profit 
My Estimate 
he $12,000 (or less) 
Gross Margin 8,106 22.4% 
Expenses ....... 13,664 37.7% 








Profit or Loss...$ 5,558 15.3% Loss 


Judging only by the information 
you sent me I think that instead of 
a $2,046 profit, which you claim, you 
actually made a loss of $5,558 last 
year. However, a careful and com- 
petent audit of your books might show 
a different result. 

I strongly urge you to spend the 
few dollars such an audit would cost, 
then send me the corrected statement 
so I may have it to compare with the 
improved statements you can _ prob- 
ably send me in the future. You have 
possibilities. This is shown by the 
fact that you did $36,000 in a town 
of 12,000, so we want to watch your 
progress against the time when you 
shall deserve credit with us. 

I write this lengthy letter so you 
will see plainly why I am compelled 
to end it with that fatal word, no. 

Cordially yours, 
THE CREDIT MAN, 
D. Shoe Manufacturing Co. 

MORAL: Many an honest man fools 
himself, but few fool the credit man. 





He Has Not Failed 


He has not failed who earns his pay 

At honest labor, day by day; 

Who comes home healthy-tired at night, 

And finds his hearth-fire warm and 
bright; 

Who in some way has helped to give 

The race a better place to live; 

Who grows a little every day, 

And never lets his mind decay. 


He has not failed who counts his friends 

Above the worth of dividends; 

Who keeps himself by manly arts 

Worthy the love of loyal hearts; 

Who rises with a conscience clear, 

And goes to sleep without a fear; 

Who has the thought, by Heaven 
blessed, 

That he has really done his best. 

—Clarence Edwin Flynn. 
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Shoes That Take The Palms 
[CONTINUED FROM PAGE 17] 
Spectator pumps, always included 


in this spectator group, promise to be 
more than just an also-ran this year. 
Spectator sandals on low heels have a 
sturdier look than last season, offer 
more support to the foot. One of the 
most important examples of this trend 
is Saks Fifth Avenue’s Hindu sandal 
last, the feature of which is an ex- 





The button-trimmed rough linen sandal! 
featured by Saks-Delman in Palm Beach 
and Miami for beach wear or for wear with 

slacks and shorts. ' 


tremely broad shank that contributes 
both comfort and style. 

When color is used in combination 
for spectator types, the first choice is 
brown. But that brown is almost in- 
variably a light, ruddy tone. Very, 
very few dark brown accents. Several 
stores are showing wine red trimming 
to take the place of Indies. Navy blue 
touches are good—though not nearly as 
general as the golden brown. 

Luggage tan seems to be a little slow 
in catching on—though we predict it 





Toeless doeskin sandal for Southern wear, 
appropriate for dressy afternoon clothes or 
evening wear. Also shown by Saks-Delman. 


will gain momentum fast when the 
season gets under way. There’s a 
strong promotional force working to 
put over this color—Schenley, the 
famous distillers and liquor distribu- 
tors. (You know what they did with 
Dubonnet. Now they’re behind !ug- 
gage tans under the name of “Golden 
Wedding”—their most popular whis- 
key). The color is strong in clothes 

[TURN TO PAGE 43, PLEASE] 















































6 BOOT AND SHOE RECORDER, January 4, 1936 
Pittsburgh Plate Glass Company. 1 
2357A Grant Building, Pittsburgh, Pa. 
' 
d adel lore lyon f 00, Please send me, without obligation, your new book en- 
e eee titled “How Modern Store Fronts Work Profit Magic.”’ ! 
t. i 
° Name ! 
r 
ie : 
d Street i} 
a] ' 
c= i ' 
It's yours for the asking . . . a helpful handbook of facts about store fronts 
and interior painting. Contains complete information on Pittco Fronts; price 
: data; “before and after” photographs of actual Pittco-remodeled properties 
| everywhere; and in many cases, interesting statistics on business improvement 
| resulting from the remodeling pictured. Sign and mail the coupon above... 
| now ... for your free copy of this valuable book. 
A NEW PITTCO 
STORE FRONT gives 
a store new personal- 
ity. This is how the 
Boston Shoe Store in 
Vicksburg, Miss., was 
made more inviting. 
to prospective cus- 
tomers by remodel- 
| ing mist 2 ——— 
ont. e 
manager prong si 
his increase in busi- 
ness has already 
shown that Vicksburg 
appreciates the new 
eS ront. 
m 
is 
n- 
yy 
al 
1g 
le 
as 
Ww 
it 
wer brings a customer into your _—— good _ looking Pittco Store Front. It 
store for the first time...and gives attracts new business and_ increases 
you a chance to make a steady patron __ profits. So act now .. . retain an 
of him? Usually it’s the outside appear- _— architect to design a new Pittco Store 
ance of your store ... your first contact Front for your store. Our staff of store 
: with the passer-by ... the only basis he _—front experts will gladly render him 
' has for choosing one shoe store over every assistance in design and in appli- 
another. That’s why you need a modern, cation of Pittco Store Front Products. 
he 





va New Pittco Budget Plan 


Take 2 years to pay for your 
new Pittco Front! Pay 20% 
down and the remainder in 
easy monthly instalments at 
low F. H. A. rates. 


PITTSBURGH PAINT 
PRODUCTS 


rma cam Front Ss T O RE F RO? NTS des fob alas 


a a s a svc a s af 
to ae I | a 
he i wef a 


g- “rTsounea wunnors glass...metal., paint 


en am : i PRODUCTS OF 


SB Bach TSBUR CMs 


When writing advertisers please mention Boot and Shoe Recorder 
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. « « what better way 


to suggest the beauty of © 
Colonial Blue—Number 182 


A blue as rich and deep as a midnight sky, as 
glamorous as moonlight on a lake. Here is an- 
other Colonial colored patent leather, and it is 
aa that every smart woman must have in her 
Spring shoe wardrobe. It has the lustrous sheen 
and freedom from cracking to be found only in 
the best patent leather. Shoes made with it are 
bound to cash in on the immense amount of 
publicity already given this now-famous color. 


Colonial Tanning Company, Boston, Mass. 


, FOR THE BEST PATENT LEATHER SHOES 
a Mews Slauour.... 
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NATIONAL SHOE 


Association Offices and Service Center, 274 Madison Avenue, New York, N. Y. 





A Quarter Century of Progress 


N.S.R.A. Observes 25th Anniversary in 1936, with a Record 
of Useful Accomplishments and a Future Filled 
with the Promise of Greater Service 


The Past 


How N.S.R. A. Came Into Being 
And How It Has Lived Up to the 
Purposes of Its Founders 


NATIONAL SHOE RETAILERS ASSOCIATION enters 
upon its Silver anniversary year. On July 10, 1911, to be 
exact, a group of courageous and far-sighted shoe men 
met in Philadelphia to complete plans that had been 
under discussion for several years, looking toward the 
organization of a national association of retail shoe mer- 
chants. It was a sizzling Summer day, and the meeting 
went down into history as the “Shirt Sleeve Convention.” 
Nevertheless it witnessed the fruition of an idea that was 
destined to play an important part in shaping the course 
of the retail shoe business in America for years to come. 

“A number of members of various state associations of 
retailers were on the ground early,” states a published re- 
port of this historic gathering. A delegation from the 
Southern Shoe Retailers Association included Thomas W. 
Sherron, M. Tawbe, R. E. Caradine and H. H. Zellner, 
Allen H. Meadeors, president of the Southern Association ; 
S. Rosenfeld, Nashville, and L. S. Byck of Byck Bros., 
Louisville; Messrs. Fred J. Bealer and George Benzinger 
represented the New York Retail Shoe Dealers Associa- 
tion; J. M. Brelsord came from Zanesville, Ohio. These 
delegates were greeted, upon reaching the city, by A. H. 
Geuting, treasurer of the Philadelphia Retail Shoe Dealers’ 
Association. 

The retailers assembled in the large convention hall 
of the Bellevue-Stratford at 11 a.m. and were called 
together by President A. C. McGowin of the Philadelphia 
association. In the absence of Mayor John E. Reyburn, 
George E. Cattell followed President McGowin in welcom- 
ing the delegates. 

Mr. Gildersleeve of Poughkeepsie placed in nomination 
as temporary chairman Henry E. Hagan of Boston. Mr. 
Benzinger of Buffalo seconded it, and election was de- 
clared by acclamation. C. W. Summerfield of Philadel- 
phia was elected temporary secretary. Mr. Hagan, upon 
taking the chair, appointed committees on nomination for 
permanent officers of the convention, committee on cre- 
dentials and a committee on order of business. . . . 

“A tentative constitution having been prepared came 
up for discussion. An animated consideration of the sec- 
tion relating to eligibility took place upon its being read. 


The section as presented was as follows: ‘Article 2, -ec- 
tion 1. Eligibility. Any individual co-partnership or cor- 
poration or manager of a department or store engaged in 
the selling at retail of shoes in the United States of 
America shall be eligible to membership.’ ” 

This proposed section of the constitution of the in{ant 
association almost proved a rock to split the several 
groups which must be brought into harmony and union to 
form a successful association. Finally, however, the dif- 
ferences were composed and the article on eligibility was 
incorporated in the constitution substantially as it was 
originally proposed. The same was true of practically all 
of the other sections of the constitution. 

Subsequently A. C. McGowin of Wanamaker’s, \ew 
York, was elected permanent chairman of the conven- 
tion and when the time came for election of officers to 
direct the destinies of the association during its first year, 
he was chosen as its president. The other officers elected 
were: First vice-president, Henry E. Hagan of Boston; 
second vice-president, John O’Connor of Chicago; trea- 
surer, William B. Eastwood of Rochester, N. Y.; tem- 
porary secretary until premanent secretary could be 
chosen by the board of governors, J. P. Twaddell of Phil- 
adel phia. 

In its issue of July 19, 1911, Boor anp SHOE REcorperR 
summarized some of the “Points of Interest” in connec- 
tion with the Philadelphia meeting and the newly organ- 
ized association as follows: 

“The Philadelphia Conference of Retail Dealers, July 
10 to 12, organized as the ‘National Shoe Retailers Asso- 
ciation of the United States of America.’ 

“Tt is an ‘association,’ with individual membership, 
instead of a ‘federation’ of the already formed (or to be 
formed) state and other organizations. 

“Any retail dealer in shoes or any manager of a shoe 
store or a shoe department is eligible to membership. in- 
cluding managers for retailing manufacturers. 

“Control is vested in a ‘board of directors,’ including 
one member from each state in the union, acting prin- 
cipally through an Executive Committee of fifteen, this 
committee being composed of the four officers together 
with eleven members of the Board of Governors. 

“The Constitution recommends that the member of the 
Board of Governors from each state should be, if possible. 
the president or an officer of the state association. 

“One of the purposes of the national association is ‘to 
encourage and aid the formation of local and state organ- 
izations.” 





Celebrate the Silver Jubilee of N. S. R. A. 
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RETAILERS ASSOCIATION 


“An Association Serving the Best Interests of the Retail Shoe Trade and the Industry inits Entirety” 
FOUNDED 1912 





—e 


“Conventions are to be held in January of each year, 
with individual membership, instead of the delegate 
system. 

“Ten per cent of the membership of the association 
shall constitute a quorum. 

“Dues are ten dollars per year, with such assessments 
as may be deemed necessary by two-thirds vote of the 
Board of Governors. 

“Members may be represented at conventions by proxy 
—no one person presenting more than three proxies. 

“Standing committees provided for are the following: 
Legislative Committee, Freight and Transportation Com- 
mittee, Protective Committee and Publicity Committee.” 

Subsequent history of the association confirms the fact 
that, although changes in some of the details of organi- 
zation have been made from time to time, nevertheless the 
association has held fast to its original purposes and ideals 
and there has been very little deviation even from the 
methods of procedure as laid down by the founders. 


The Future 


Success of N.S.R.A. in Meeting 


Problems That Lie Ahead Will 
Depend Upon Its Membership 


§0 much for the history of the N.S.R.A. Next week the 
association again meets in convention, this time in 
Chicago, and the decisions to be reached at that time 
promise to be of far-reaching importance in determining 
the association’s future. New officers and directors are 
to be chosen and upon these officials will fall the respon- 
sibility of deciding the association’s policies and direct- 
ing its activities in the coming year. And every shoe mer- 


chant knows that vital problems face the retail shoe mer- 
chants of America in 1936. 

A successful retail shoe business depends upon the suc- 
«ess of thousands of individual retailers scattered in towns 
and cities, large and small, throughout the length and 
breadth of the country. An energetic, vigorous, active 
national association can accomplish much that will con- 
tribute to the success of these merchants. But the very 
first requisite of a successful association is a representa- 
tive, interested, active membership. Therefore the future 
of the National Shoe Retailers Associations and, in a mea- 
sure, the future of the retail shoe business of America, 
rests upon the membership of this association. That brings 
the question of membership straight home to every in- 
dividual retail shoe man. 

If you are a member of the N.S.R.A., now is the time 
to demonstrate your loyalty and your interest, first, by 
renewing your membership for 1936 if you have not 
already done so, and, second, by making a New Year 
resolution to take an active interest in this association and 
in your state and local associations in 1936. Resolve that 
you will do your share of any committee work or other 


_ duties that may be assigned to you and that you will con- 


stitute yourself an active missionary of the gospel of asso- 
ciation work among the other retail shoe men of your 
acquaintance. If they are not already local, state and 
N.S.R.A. members, try to show them the error of their 
ways and bring them into the fold. 

If you are not already an N.S.R.A. member, join now. 
If you are planning to go to Chicago next week, you will 
have ample evidence of the value of your association and 
the possibilities of associated effort. If you don’t attend 
the convention you should nevertheless avail yourself of 
the many other services and benefits that will come to 
you through membership in the N.S.R.A. The cost of 
membership is trifling in comparison with the benefits 
you will receive. 





Firm Name 
Voting Member 
Street Address 


cities. 
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APPLICATION FOR MEMBERSHIP 
National Shoe Retailers Association 


274 MADISON AVENUE, NEW YORK CITY 


I/we apply for membership in the NATIONAL SHOE RETAILERS ASSOCIATION. 


Dues payable in advance $5.00 annually, plus $2.00 for each additional store operated in the same or other 











Palmer House, Chicago, Jan. 6-7-8-9, 1936 
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Number Twelve of a series of thoughts entitled 


* 


Let's Face the Facts 


Every enduring stracture must have a founda- 
tion, and experience has suggested nothing 
stronger than Quality, either in shoes or men. 


; 

‘ 1 

% There is always something elevating about Quality. 

People everywhere have respect for it. In shoes it is the biggest factor in value. 
d 
I 


% Our company has been built on quality—we have never ; 

claimed to sell the cheapest shoes and make no such claim now. By maintaining quality a 
at all times, the welfare of our customers has been safeguarded and protected. It has won : 
the respect and confidence of the consuming public—a real asset in any business. pl 
m 

% Years ago we adopted the sound principle of making solid a 

leather shoes and selling them at fair prices, based on that construction. It has taken courage Bs 
to follow that principle through good years and bad; but it has been an advantage to our it: 
customers and to our company. We intend to stick by it—Quality and Character count bs 
in shoes as well as in men. of 
’ 

% Popular prices are often maintained by cheapening the ja 

grade; but we believe such a practice is unsound and we have never done it. In the entire var 
life of our company we have never juggled with the quality of a single shoe. From season = 
to season and year to year improvements have been made in different grades but never has 193 
the quality of a grade been lowered. a 
taile 

men 

trou 

Ww 
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“Star Brand Shoes Are Better” — 
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ROBERTS .JOHNSONS RAND 


Ask f Branch of international Shoe Co. 
ir Will PAY You. ST. LOUIS MISSOURI 
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TRADE 


NATIONAL NEWS 





Expect Big Middle Atlantic Show 





Annual Business Conference and Exhibition to Be Held in Philadelphia 
February 10, || and 12—Plans and Program 


New YORK—The twenty-second an- 
nual Business Conference and Exhibi- 
tion of the Middle Atlantic Shoe Re- 
tailers Association will be held Monday, 
Tuesday and Wednesday, Feb. 10, 11 
and 12, 1936, at Philadelphia, with the 
Hotel Adelphia as headquarters. The 
dates for this gathering are two weeks 
later than usual. Questionnaires cir- 
culated among exhibitors and retailers 
approved the change in dates. The 
show is held nine weeks before Easter 
and gives ample time for retailers to 
place orders for their Spring require- 
ments. 3 

President Smashey reports that plans 
are well under way for a most success- 
ful meeting of the M. A. S. R. A. in 
Philadelphia. From early reservations 
it is believed that there will be approxi- 
mately 150 exhibitors and 2000 shoe 
men present, representing all branches 
of the industry. 

The Program Committee is actively 
whipping its plans into shape. Promi- 
nent and successful shoe men from the 
various branches of the industry will 
address the business sessions on prob- 
lems vital to retailers in making their 
19386 operations successful. Each busi- 
ness session will be followed by a 
personal experience meeting where re- 
tailers will exchange with other shoe 
men their views regarding especially 
troublesome store problems. 

With nearly two months to go, the 
Display Committee already has enough 
room reservations to fill more than four 
floors of the Adelphia Hotel. They feel 
confident that the number of exhibitors 
will exceed that of any previous show 
by at least 50 per cent. The list of 
exhibitors includes some of the most 
outstanding manufacturers and jobbers 
in America. 

Arrangements have been made for 
reduced railroad fares for all who will 
attend the show, coming from as far 
south as Atlanta, Georgia, west to St. 
Louis, as well as Boston and the New 
England area. To save one-third on 
railroad fares, shoe men should ask 
for a convention certificate when pur- 
chasing tickets. Upon arriving at the 





DATES TO REMEMBER 


National Shoe Fair and Joint Convention, 
National Shoe Retailers Association 
and National Boot & Shoe Manufac- 
turers Association, Chicago, 

Jan. 6, 7, 8, 9, 1936 

Michigan Retail Shoe Dealers Association 
Convention, Detroit. .Jan. 12, 13, 14, 1936 

Texas-Oklahoma Shoe Retailers Associa- 
tion Convention, Fort Worth, 

Jan. 20, 21, 22, 1936 

Indiana Shoe Buyers Week, Indianapolis, 

Jan. 26, 27, 28, 1936 


Northwestern Shoe Retailers Regional 
Association Convention, Hotel Radis- 
son, Minneapolis Feb. 2, 3, 4, 1936 

Middle Atlantic Shoe Retailers Associa- 
tion 22nd Annual Business Meeting and 
Exhibition, Hotel Adelphia, Philadelphia, 

Feb. 10, 11, 12, 1936 





headquarters, hotel certificates should 
be immediately placed with the Validat- 
ing Committee for validation. 

For exhibit space, sleeping room res- 
ervations or any other information, 
applicants should address Cal. J. 
Mensch, managing director, 11th floor, 
400 N. Broad Street, Philadelphia. 


Florsheim Earns $591,349.17 
in Net Profits 


CHIcAGO—The annual report of The 
Florsheim Shoe Company, showing the 
financial position of the company and 
the result of its operations for the 
fiscal year ended October 31, 1935, in- 
dicates that profits of $591,349.17 
resulted, after making adequate provi- 
sion for depreciation, setting up re- 
serves for all doubtful accounts, making 
provision for retail store adjustments, 
and the deduction of Federal income 
and all other taxes. 

These profits were equivalent to 
$1.48 per share on the outstanding 
Class “A” Common Stock and $0.74 per 
share on the outstanding Class “B” 
Common Stock. 

“The increased earnings reflect the 


ability of your company to take prompt 
advantage of any betterment in gen- 
eral business conditions,” says Irving 
S. Florsheim, president, in his state- 
ment to the stockholders. “All divi- 
sions of the business showed a substan- 
tial improvement during the year just 
ended. 

“Current orders and retail sales are 
running well ahead of a year ago, and 
indicate a very much better consumer 
demand for our product.” 


F. P. Riley Heads Shoe 


Merchants Council 


NEw YorkK—The annual meeting of 
the Shoe Merchants Council of New 
York City was held at the Advertising 
Club on December 27, following a year 
of great activity on the part of the 
officers and members. 


F. PAUL RILEY 


The sales control plan, put into effect 
for the Fall season, was endorsed as a 
move towards progress, to be considered 
for the coming season; and report was 
given of the growth and development 
of the idea in other cities. 

John R. Laycock, president, reviewed 
the record of his administration and 
was given vote of thanks. 

The cooperation of the Shoe Mer- 
chants Council in the educational proj- 
ect by the New York Board of Educa- 
tion was commended. 

Officers for the new year were 
elected as follows: F. Paul Riley, presi- 
dent; Thomas F. Callahan, first vice- 
president; Henry Triebitz, second 
vice-president; Arthur Livers, third 
vice-president; Harold Kimball, fourth 
vice-president; Gustave Pick, treasurer; 
John Alheim, secretary. 
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8-inch snow-shoe mocas- 
sin, men’s, boys’ and 
women’s. Get our new 
prices on all lines before 
placing your spring orders. 


McConnell Moccasin Co. 
Auburn, Maine 
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MRS. DAY’S IDEAL BABY SH@ES 

<s infants’ Seft Seles.. 6-3 
Intermediates 
Flexible Hard Soles. 2-6 


Bend for In-Stock 
Catalog 


MRS. DAY'S OgAt BABY 
Locust St. 





Danvers, Mass. 
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Children's Department 
Remodeled 


DALLAS, TEX.—Not only has the shoe 
department at Titche-Goettinger Co. 
enlarged its “Co-ed” space and added 
new furniture, but it has highly indi- 
vidualized its children’s department in 
sprucing up for 1936. 

“Kiddies are placed on a shelf three 
feet from the floor now,” said H. Mor- 
ris Bridges, buyer. “Chairs are placed 
on this attractively decorated ledge, 
which is 15 feet long. The chairs are 
Windsor type, and make a hit with 
children four or five years old, who 
feel that placing them up in the air 
for their fittings makes them the cen- 
ter of attention. The obvious advantage 
of this seating plan is that it keeps the 
youngsters from running around the 
department, and so makes faster ser- 
vice possible. Too, it gives the mothers 
a better perspective on how the shoes 
look on their offspring.” 

Children’s business is being pushed 
by the Titche-Goettinger shoe depart- 
ment with a special series of vestibule 
windows on Main Street, where it is 
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Prize-winning window display designed 


BROOKLYN, N. Y.—Albert Suffrin, 
who owns and operates a retail shoe 
store selling men’s and women’s shoes, 
at 858 Flatbush Avenue, was awarded 
the first prize for the most unusual 
and best looking window display in the 
recent contest staged by the Flatbush 
Merchant’s Association. 

The window display was built by Mr. 
Suffrin and is constructed of clapboards 
painted white, made to simulate the 
outside of a house. On each side of the 


’ display there are two artificial windows 


First Prize For Window Display 
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and built by Albert Suffrin of Brooklyn, 
N. Y., and awarded first honors in a contest sponsored by the Flatbush Merchants’ 
Association. 


covered with artificial snow to give the 
appearance of frost. In each window 
a holly wreath is hung and at night 
these windows are lighted from within, 
making a very pleasing and unusual 
sight. 

At the rear of the display are two 
Venetian doors, also painted white, 
which give access to the window. The 
floor is covered with white leatherette 
to give the appearance of snow and it 
makes a fine background for the shoes 
on display. 





found that children’s shoes attract 
more attention to the shoe department 
than shoes for grown-ups. Cowboy 
boots, pull-ons and lace-boots have had 
good sales results from recent vesti- 
bule window showings. 





Nunn-Bush Workers Receive 


Salary Increase 


MILWAUKEE, WIs.—The Nunn-Bush 
Shoe Co. has further liberalized its 52- 
week factory plan by signing a new 
contract with its 700 employees pro- 
viding for an 8 per cent increase in 
their weekly pay checks. The contract 
will run for one year, from January 
2, 1936. 

In June this year the company placed 
its factory employees on a yearly salary 
basis and gave them a fixed percentage 
of the firm’s gross income. In the first 
six months of operation, the program 
has been so successful that the new 
and broader contract has been adopted 
and approved by the bargaining com- 
mittee of the employees’ shop union and 
the company management. 

Some time ago the management saw 
that the workers’ share of gross busi- 
ness was going to be quite large at the 
end of the contract year. It was ob- 
vious, too, that the workers were be- 
ginning to feel the burden of rising 
prices. It was therefore decided to pay 
more out weekly instead of waiting for 
the expiration of the contract year and 
paying it out in one lump sum. 


Celebrates 35th Anniversary 


BALTIMORE, Mp.—Wyman’s, one of 
this city’s leading exclusive shoe shops, 
is now observing its 35th anniversary. 
For the occasion, it is offering all foot- 
wear for men, women and children at 
special anniversary prices. 

Wyman’s was founded by the late 
Maurice Wyman, who resigned his posi- 
tion as buyer for the shoe department 
of a local department store to launch 
his own business. During the thirty- 
five years the establishment has built 
up an enviable reputation for footwear 
of the better grade. Footwear with a 
Wyman label is considered the last 
word in good footwear. The concern 
occupies a four-story building at its 
location, the basement being given over 
to the men’s shoe shop, and the upper 
floors to women’s and children’s. 





C. W. Alley With Florsheim 


SEATTLE, Wash.— Recently moving 
from California to make his permanent 
home in Seattle, C. W. Alley has been 
named to the staff of the Florsheim 
Shoe store, recently occupying the 
prominent corner at Second and Mar- 
ion Streets. Mr. Alley, of World War 
experience, is prominent in veteran 
activities and is past “Chef de Gare” 
of the Sacramento Voiture No. 268 of 
the Forty and Eight order. [le is 
continuing his veteran activities iD 
Seattle. 
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THE 2 BIGGEST GEYSERS IN THE WORLD ARE THE SAME SIZE 
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“GIANT GEYSER’ — YELLOWSTONE PARK 


-but the world’s 


Biggest MMagagn’ 


— 250 FEET 


tops the second biggest by 2tol 


Wie it comes to selling advertised products... reaches 1 out of 5 to 1 out of every 2 families in the 
the every-day necessities and luxuries of mil- _ trading areas where 70% of all families live and roll 
lions .. . the power of the magazine with the biggest up a volume of 80% of all retail sales that are made! 
circulation in the world, a circulation that goes regu- 
larly into the most millions of homes, is required. What The American Weekly is 
Manufacturers who advertise in The American The American Weekly, the largest magazine in the 

Weekly give you this stupendous circulation support. —_ world, is distributed through the 17 great Hearst 

Every week this powerful = Sunday newspapers. 

advertising medium goes 

Saas ee ti sade sa In each of 158 cities, it reaches one out of 

bl 7 3 be ” f every two families 
ate "ree Sheers OC In 146 more cities, 40 to 50% of the families 


homes . . . reaches more : 
than 5,500,000families... In an additional - cities, 30 to 40% 
twice as many as read any In another 171 cities, 20 to 30% 


AMERICAN other magazine! ...and it reaches an additional 1,982,000 families 
WEEKLY The American Weekly _ in thousands of other large and small communities. 


THEAM ERICAN 
os WEEKLY 


MORE THAN NEAREST **The National Magazine with Local Influence’’ 


5,500,000 COMPETITOR ‘ : . 
CIRCULATION CIRCULATION Main Office: 959 Eighth Avenue, New York City 
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Dancing Shoes and Taps 
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TAP SLIPPERS 
IN STOCK 


Patest er 
Hand tOhneD 
With Steet Fase attached 
Without Taps (Fine 
House Shoe) Fis 
BROOKS SHOE 
MFG. CO., 
Swansen & Ritner 
Phila. Pa. 
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Riding Boots 
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WRITE 

TODAY 

seme For Complete 
CATALOG 
No. GN42 


The Halimark 
of Quality 
+ » « and get acquainted with 
the mest OUTSTANDING 
VALUES In the domestic and 
imported riding boot field. IN- 
STOCK. 
LADIES’ - $4.25 UP 
MEN’S ~~ - $4.75 UP 


THE SERVICE 
LEGGING CO., Inc. 


120 East 16th St. 
New York City 








U. S. Places 500,000 Pair Order 


Boston, Mass.—The Joseph M. Her- 
man Shoe Company of this city has 
been awarded a contract to make 500,- 
000 pairs of Army service shoes, “Spe- 
cial Type B,” at a total cost of 
approximately $1,295,000. The price 
per pair is to be $2.59 and the shoes 
are to be made with a full middle sole 
and rubber heel. 

In the past, such orders have been 
split among several different firms, 
largely because of the inability of any 
one factory to handle the entire con- 
tract. The bid entered by the Herman 
company, however, covered the total 
number of pairs needed by the govern- 
ment; and their bid price was the 
lowest of all. Other bids ranged as 
high as $2.85. 





New Store Opened 


OMAHA, NeB.—A new shoe store, 
known as the Health Spot Shoe Shop, 
has been opened at 1619 Howard Street. 
J. C. Franke, who has been associated 
with the orthopedic shoe fitting busi- 
ness for 10 years, has been appointed 
manager. He comes to Omaha from 
Des Moines, Iowa. 
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On the Selling End 


News of the Travelers and Sales Activities 
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This clever cartoon was a humorous feature of the sales conference of D. Myers 
and Sons, Inc., held in Baltimore, Md. 


D. Myers Hold Sales 


Conference 


BALTIMORE, Mp.—This past week the 
entire salesforce of D. Myers & Sons, 
Inc., were at the plant in Baltimore to 
receive their Spring and Summer lines. 

At a conference which most of the 
sales force attended, Elkan Ries, sales 
manager, announced that 1935 had been 
a most successful one for D. Myers & 
Sons, Inc., and he was sure that the 
new Spring line which consisted of 
more styles and patterns than ever be- 
fore would be the talk of the country. 
A silver loving cup was awarded Sonny 
Deich, Texas, Louisiana, Oklahoma and 
Arkansas representative, for having 
led the sales force in increase of sales 
for quota set. Representatives coming 
to Baltimore included: R. S. Griggs— 
Ohio, West Virginia and Tennessee. 
R. E. Harrison—New Jersey, West Vir- 
ginia and Western Maryland. D. H. 
Orr—Southern New York State. Meyer 
Rosenberg—Western Pennsylvania and 
Eastern Ohio. Aaron Krome—Eastern 
Pennsylvania. Sol Sacks — Georgia, 
Alabama and Mississippi. Charles 
Shipley—Maryland, Virginia and Del- 
aware. Irving B. Gomprecht—Vir- 
ginia, Maryland, Washington, D. C. and 
Philadelphia. Walter Sinsheimer— 
Illinois, Wisconsin and Indiana. Ar- 
thur S. Deich—Texas and Oklahoma. 
Oscar Hacker—Florida. Frank N. 
Smalkin—Baltimore and Washington. 
A. M. Breen—Mississippi, Kansas, Ne- 
braska and Iowa. Samuel Weintraub 
—House salesman. T. Nelson Adams 
—New York State. Jack Croner— 
North and. South Carolina. James 
Schor—Michigan. Raymond A. Gillet 
—New England States. 





C. D. Cate Joins Vulcan 


Carroll D. Cate has joined the selling 
organization of Vulcan Corporation, 
Wood Heel Division, in the St. Louis 
territory and is being welcomed by 








many of his old friends in the shoe 
industry whom he contacted while in 
the employ of the F. W. Mears Heel 
Company several years ago. 

Until recently, Mr. Cate was asso- 
ciated with the England-Walton Com- 
pany, 210 South Street, Boston, Mass. 
Mr. Cate’s knowledge of the heel busi- 
ness and pleasing personality should 
make him a valuable addition to the 
Vulcan sales organization. 





L.A.S.T.A. Exposition 
Plans Progress 


Los ANGELES—Plans are being ac- 
tively pushed to make the Fifth Semi- 
Annual Shoe Exposition of the Shoe 
Travelers Association of Los Angeles, 
to be held at the Biltmore Hotel, Janu- 
ary 20, 21 and 22, the most outstanding 
of all these semi-yearly events. 

Because of the unmistakable signs of 
improving business, shoe men, both re- 
tailers and wholesalers in the South- 
west, are about convinced that the 
depression is over, and all branches of 
the industry are cooperating in an 
effort to make this Spring Show an 
event long to be remembered. 

At this writing the reservations for 
exhibit rooms have by far exceeded 
those registered at this period in other 
shows. Further, retailer interest from 
southern California, Arizona and New 
Mexico has been more pronounced than 
in other years. 

The Association has requested a 
number of movie stars to participate 
in their program, and this possibility 
is looked forward to with keen interest. 

A notable absentee from this year’s 
Exposition is Joe Kalisky, president of 
the Association. He has always ac- 
tively directed these affairs and his 
absence in Chicago, where he is repre- 
senting the Association at the National 
Convention, will be regretted by all. 
His duties are being taken over by 
Ned Dreyfus, secretary, who is doing 
a ‘fine job. 
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Chain Operators Invite Retailers 


CHICAGO, ILL.—At the annual meet- 
ing of the National Council of Shoe 
Retailers, Inc., which will be held in 
Room 14 in the Palmer House, Wednes- 
day, January 8, at 10 a. m., a number 
of the country’s leading individual re- 
tailers have been invited to participate 
in the session. The Council believes, 
says Executive Secretary William 
Girdner, that such a joint conference 
will be of real interest to the individual 
shoe merchants. 

The holding of this meeting in Chi- 
cago at this time is an indication of the 
Council’s desire to participate in the 
success of the National Shoe Fair. 

Some of the chief matters to come 
before the meeting in its review and 
discussion of “What is Ahead During 
1936,” will be: 

1. Employer-employee relations. This 
matter has been of much interest and 
importance during the past few months 
and will probably be of increasing im- 
portance during the coming year. 


It is clear that the standard of ser- 
vice to customers, which is of deep con- 
cern to all progressive retailers, is de- 


‘pendent upon maintaining a certain 


quality and character of relations be- 
tween shoe employer and shoe em- 
ployee. The question is: How can this 
be done? 

2. Policy on social security legisla- 
tion and its administration. Federal 
legislation has been enacted, and legis- 
lation is on the statute books of some 
states. State laws will be modified in 
every instance. Are modifications in 
the Federal law possible or probable? 
What would be the effect of invalida- 
tion by the courts? Onemployers? On 
employees? What is the significance 
of this type of legislation to shoe re- 
tailers? 

8. Legislative outlook for first six 
months of 1936, including the subject 
of taxation, a matter of immediate con- 
cern to all business men. 





Obituary 
Urban C. Schwertner 


CANTON, OHIO—Urban C. Schwert- 
ner, 638, who retired four year ago, 
died in a hospital here Christmas Day 
following a week’s illness of pneumonia. 

Born in Canton he spent his entire 
life here. His father, Anton Schwert- 
ner, was one of Canton’s pioneer shoe 
merchants and at his death he car- 
ried on the business. The Home Shoe 
Store, as the business was known, 
came into national prominence several 
years ago when leading trade journals 
carried a lengthy feature of this unique 
shoe business which was carried on 
successfully in the family homestead 
within a stone’s throw of the business 
district. He is survived by his widow, 
a sister and a brother. Burial was in 
St. Peter’s cemetery in Canton. 


J. C. Riemenschneider 


CANTON, OHIO—John C. Riemen- 
schneider, 75, for 20 years associated 
with the Frank Shoe Company here, 
died recently at his home in Woodsfield, 
Ohio, from pneumonia. He was a shoe 
merchant there at the time of his death. 
Besides his daughter with whom he 
lived he is survived by another daugh- 
ter, two sisters and four brothers. 
Funeral services and burial were held 
in Woodsfield. 


Henry H. Roberts 


FRANKFORT, Ky., Nov. 26—Funeral 
Services for Henry Hough Roberts, 73, 
Frankfort manufacturer and financier, 
who died recently of a heart attack, 


were arranged today. He was vice- 
president of the Hoge Montgomery 
Company, shoe manufacturers; an of- 
ficer of the Frankfort Broom Company 
and a director of the Capital Trust 
Company and thé State National Bank. 
Surviving are his widow, a son and five 
daughters. 


Beverly Jones 


WESTWOOD VILLAGE, CALIF.—Beverly 
Jones, 53, retired merchandise man- 
ager of the International Shoe Com- 
pany of St. Louis, Mo., widely known 
shoe salesman, died in his sleep at his 
apartment at 933 Tiverton Avenue. 
His body was found by the Filipino 
house boy. 

Mr. Jones is survived by his widow; 
one son and one daughter. The Price- 
Daniel Mortuary in west Los Angeles 
had charge of the services. 


George Holl 


SAN FRANCISCO, CALIF.—George Holl, 
77, pioneer San Francisco shoe man, 
whose shoe house at 3020 Mission 
Street has been maintained for half a 
century, died recently at St. Joseph’s 
Hospital after an illness of several 
months. 





Store To Be Modernized 


AKRON, OHI0O—Modernization of the 
downstairs store of the C. H. Yeager 
Co. department store here, which is to 
be started shortly, will include altering 
and enlarging of all the basement foot- 
wear sections. New furnishings and 
appointments will be added in the 
footwear and other departments. 








There are hundreds 
of “arch” lines, but 
there is only one 
genuine Arch Pre- 
server Shoe for Men 
THE WRIGHT ARCH 
PRESERVER SHOE 
the first and still the 
leading arch-type 
feature shoe among 
dealers, doctors and 
the general public. It 
is made EXCLUSIVELY 
by E.T. Wright & Co., 
Inc., of Rockland, 


Massachusetts. 


CD 
ARCH PRESERVER 


FOR 
MEN 


SHOES 

















Riding Boots 


BOOT 


Headquarters 


A complete line of Riding, 
Field and Jodhpur Boots. 
Cowboy Boots and Boot Shoes. 
Boots to meet your every 
deinand in style and price. 
Our large floor stock 
means quick service. 


KIRKENDALL 
BOOT COMPANY 
Omaha, Nebraska 

























LARGEST 
BOOT STOCK 


in America 
Domestic and Imported 
For Immediate Delivery 


Men’s, Women’s, Children’s 
Boots for Riding 
Field, Hunting, Aviation 
Also Jodhpurs & Jodgores 
Complete Catalog 
R-7 on Request 


COLT 
CROMWELL CO. 
1239 Broadway 
New York City 
524 Santa Fe Bldg. 

Dallas, Texas 








RIDING 
BOOTS 


IN-STOCK 
For Men, Women and’ 
Children— also 
Jodhpurs and Field 
Boots 





J. M. CONNELL 
SHOE CO. 


80. BRAINTREE 
MASS. 


Write for Catalog 








Men's Shoe Sales at New High 


Boston.—Men’s shoe output appears 
‘to be expanding steadily in volume. 
Factories all over the country are 
reported busy on men’s shoes. Buying 
in anticipation of advances brought to 
factories a large volume of orders to 
be made up during the last half of 
1935. 

Total production for this year of 
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New Snow Shop for Holyoke 














New Snow Shop which was opened in the basement of Thomas S. Childs, Inc., Holyoke, Mass., 
due to the increasing interest in Winter sports among the students of neighboring colleges 


and residents 


HOLYOKE, Mass.—Thomas S. Childs, 
Inc., shoe retailers of this city, have 
opened a new Snow Shop in the base- 
ment of their store. For many years 
this store has done a good business 
on Winter sport accessories around 
Chritmas time, and this Winter, due 
to the unusual interest in Winter 
sports, a Snow Shop was opened in 
the basement. Here skis, skates, ski 
boots, hunting boots, ski sticks, hockey 
sticks, ski waxes, ski caps, ski cloth- 
ing and in fact, anything in the way 
of Winter sport accessories, may be 
purchased in this new department. 

The new shop was designed by a 
local architect and built of pine boards 
cut to resemble logs. There is an arti- 
ficial fireplace built at one end of the 
cabin and the lighting fixture is made 
from an old ox yoke wired for two 
electric lights. These features, in ad- 
dition to Swiss posters, ski pictures and 
ski publications tacked up around the 
room, lend an atmosphere of rugged 
simpleness to the shop which is irre- 
sistible to the lover of Winter sports. 
The merchandise is displayed on 
benches and counters which run along 
two sides of the room. Most of the 
items sold in the Snow Shop are for 


of Holyoke. : 


experienced skiers and are above the 
average grades carried by many sport- 
ing goods stores. 

Holyoke is on the road to the Berk- 
shires in northern Massachusetts and 
the White Mountains in New Hamp- 
shire, both important Winter resorts, 
besides being in fine Winter sport coun- 
try itself. Mount Tom, near to Holy- 
oke, has long been a favorite spot for 
local skiers and last Spring the Mount 
Tom Outing Club of Holyoke was 
formed to adopt and promote a ski 
project on this mountain. Two down- 
hill runs, each a mile in length, and a 
practice ski jump, are included in the 
plans. With this new development 
under way many Winter sport enthusi- 
asts from Massachusetts and neighbor- 
ing States can avail themselves of the 
Mount Tom facilities and in time it 
may well be expected that this spot 
will become an important Winter sport 
resort. If these plans materialize this 
new Snow Shop will be in a fine posi- 
tion to do a tremendous business in 
Winter sport accessories. As it is now 
the neighboring colleges have sent many 
customers to the new shop and it is 
expected when the season really gets 
under way the college business will be 
increased many times. 





men’s shoes will be up around the 100,- 
000,000 mark. In 1929, the peak year 
for shoes, output of men’s shoes totaled 
to 94,700,000 pairs. 

Production for the first ten months of 
1935 was 81,800,000 pairs, an increase 
of about 4,000,000 pairs over produc- 
tion for ten months of 1934. October, 
1935, output was about 2,000,000 pairs 
ahead of that of October, 1934. 





Advances, ranging from ten to 50 
cents a pair, are being obtained on 
men’s shoes at retail. The $3 grades 
are up to $3.30 a pair in chain stores. 

Men’s shoe prices at present are rela- 
tively low. In 1929, men’s black kid 
shoes wholesaled at $6.25 a pair, ac- 
cording to the government index, and 
this quotation was 17 cents under the 
1928 price. 
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In the heart of 
Philadelphia... 
socially, com- 
mercially and 
geographically. 


Rates begin at 
$3.50 





Booking Offices 
New York: 11 W. 42nd St. 
Longacre 5-4500 


Pittsburgh: Standard Life Bldg. 
Court 1488 


BELLEVUE STRATFORD 


CLAUDE H. BENNETT, General Manager 











Note the name on the areh-brace, 
visible to your customer’s aye; 
therefore, a helpful selling feature. 
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AT LAST—We have perfected a semi-flexible Nu- 
Matic arch brace that adds additional support to the 
weakened and fallen arches—plus—the everlasting 
features that have made the Nu-Matic 100% nail- 
less cushion the outstanding comfort shoe of today. 


scientific cushion shoe will spell 


“repeat profits” for you. Send for our 
catalog of men’s and women’s shoes 
BEWARE OF IMITATIONS. 


Exciusively Manufactured by Rohn Nu-Matic Shoe Manufacturing Company 
512 W. Florida St., Milwaukee, Wis. 


Kole Mu Malic 
CUSHIONED SHOES 





What's New 


New Toe Straightener 


Los ANGELES, CALIF.—A new toe 
straightener has been placed on the 
market by A. L. Schenk of this city, 
called the Schenk Bunion Corrective 
Appliance. This device was worked out 
by the inventor because of a bunion on 
his own foot which troubled him for 
years. After much experimentation, 
Mr. Schenk evolved a_ straightener 
which consisted of a wire frame, cov- 
ered with cloth or leather, which fitted 
over the great toe, between this toe 
and the second toe, and curved then 
to the inner border of the foot in the 
region below the ankle. The wire 
frame is adjustable by hand so that 
the desired pull could be directed 
against the inner surface of the great 
toe, and then this pull maintained by 
an instep strap and a heel strap. The 
appliance produced so good results on 
the inventor’s own foot that the device 
is being called to the attention of the 
medical profession and the trade in 
general, 


Wood Heel Machine 


HAVERHILL, Mass.—Merton W. How- 
ard has secured a patent for improve- 
ments on the wood heel turning ma- 
chine, the invention being intended to 
Mcrease the accuracy and the efficiency 


of the machine. The patent is assigned 
to the Pope Machinery Corp. of Haver- 
hill. 





New Fitting Mirror 


Th’s shoe fitting m‘rror is something new in 
the line of Troy Sunshade Co., Troy, Ohio. It 
comes in polished chrome and is designed to 
fit in with modern chrome fixtures. 


Sueded Soles 


LYNN, Mass.—Some experimental 
work is being done here in the way of 





putting a suede finish on soles of shoes, 
and if it is successful then a new kind 
of bottom finish will be seen on some 
of the popular price novelties, for street 
and sport wear in 1936. 

Already are machines being tried out 
for buffing soles before they are at- 
tached to shoes. The present common 
practice is to attach the soles first, and 
then buff them. 

The buffing is done with abrasive 
wheels. Usually, just enough of the 
grain is buffed off to clean it, like a 
piece of furniture is sandpapered be- 
fore it is varnished. Then bottom fin- 
ished is applied and glossed up with 
a brush. 

The new idea is to buff the soles 
more deeply than is presently done, so 
as to raise on them a nap, something 
like that of suede upper stock, and then 
treat this nap with chemical mixtures 
to make it wearproof as well as dirt 
proof. 





Celebrate 46th Anniversary 


TACOMA, WASH.— Contributing in 
large measure toward celebration of 
the 46th anniversary of Fisher’s, pio- 
neer department store of this city, is 
A. M. Freeman, manager of the Fisher 
Shoe Salon, in its distinctive setting of 
the large emporium. His shoe merchan- 
dising was a highlight of the 46th an- 
nual birthday party which marks an- 
other milestone of progress of the pio- 
neer establishment. 
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Kistler to Move Plant 

BosTon, Mass.—The Kistler Leather 
Company has moved their general of- 
fices, sole leather warehouse and cut 
sole plant from 319-321 A Street to 
new and more up-to-date quarters at 
32-40 Binford Street of this city. 

The officers and associates of the 
company announce that they will be 
pleased to welcome their patrons and 
visitors to their new quarters. The tele- 
phone numbers of the company will re- 
main the same as heretofore. 


Industry and the Future 


[CONTINUED FROM PAGE 18] 


ingly curtail the right of the citizen to 
regulate his own life; that they mate- 
rially and severely curtail and abridge 

. those things which previously have been 
considered inalienable rights; and that, 
as a whole, they tend definitely to de- 
crease the productivity of the country. 
Each and every one of them proceeds 
on the theory that it is a crime “to 
make two blades of grass grow where 
one grew before.” Each and every one 
seeks to take away wealth from those 
who, through ability and industry, have 
acquired it, and give it to those who 
for some reason or other have been un- 
able to produce as much as they have 
consumed. Each and every one, while 
prating of security, actually makes less 
secure the life and work of every busi- 
ness man, farmer, clerk, and working 
man. They all proceed on the funda- 
mental principle that government 
should have control of the details of the 
life of the people, rather than that citi- 
zens should have control of the power 
of government. 

We are like a man who loses his foot- 
ing on a mountainside; once started, 
natural forces carry him down without 
effort on his part; only by stopping 
himself, only by slowly and laboriously 
retracing his steps, can he escape in- 
evitable doom. Cotton control leads to 

peanut control, peanut control leads to 
potato control, and finally to the control 





For that reason we believe that many 
shoe merchants will plan not only to 
buy more advertising space in 1936, 
but will also resolve to spend a little 
more money in making their ads effec- 
tive. They will try to make their lay- 
outs more attractive and interesting to 
newspaper readers, so they will stand 
out among the other ads and compel 
attention. They will put more and bet- 
ter illustrations in their ads, realizing 
that today’s newspaper audience is 
above all picture conscious, and that the 
best way to make people read about a 
shoe is to show an attractive illustra- 
tion of it. They will give greater 
thought to the importance of typog- 
raphy in making advertisements attrac- 
tive in appearance and providing the 
“eye appeal” that will cause hurried 
people to take the time to read. 

To make sure that they will get the 
most for their increased expenditures, 
shrewd shoe merchants will scrutinize 
more carefully than ever before the 
claims of the various media in which 
their advertising appears. They will 
make certain the circulation they buy 
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Make Your Ad Appropriation 
Pay You Profits 
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reaches the people who are really their 
prospective customers and is the best 
available circulation with which to 
cover the field. They will be more 
critical of questionable advertising 
media and methods, and of various pub- 
licity schemes that masquerade as ad- 
vertising. At the same time they will 
be more alert than ever before to take 
advantage of legitimate publicity op- 
portunities. 

Shoe retailers in 1936 will plan their 
advertising and all of their promotional! 
activities more carefully than ever be- 
fore, with the aim to make newspaper 
advertising, window displays, displays 
of merchandise within the store, direct 
mail advertising and all publicity and 
promotional efforts mesh together more 
effectively and form a more intelligent- 
ly integrated program to carry the 
store’s sales message to all of its cus- 
tomers and prospective customers. Shoe 
men who plan their advertising in this 
way and carry their plans into execu- 
tion week after week and month after 
month will profit from their efforts in 
1936. 





of all other products. Excessive taxa- 
tion of income leads to confiscation of 
savings and capital, and after these are 
exhausted, to a levy on other things, 
until the state owns everything, includ- 
ing the lives of its subjects. When this 
condition arrives, the sole remaining 
question to be decided is whether the 
life of a particular individual is worth 
as much as the food he consumes, and 
in millions of cases the answer is in 
the negative. Communism may be a 
beautiful theory, but its inevitable re- 
sult is misery, slavery, and death. 

All the fantastic things which are 
going on about us are being done in the 
name of economic security. Even as- 
suming that they would produce the 
promised security, a thing that is far 
from the fact, is it worth the price of 
the loss of liberty? 


The Man Who Achieved Economic 
Security 


The situation reminds me of a story. 
A man driving a high-powered car on 
one of the roads bordering the Hudson 
River was stopped by a policeman and 
charged with driving 60 miles an hour. 
After listening to the cop for a moment 
he broke in, “I am in a hurry. If you 
are going to write me up, why don’t 
you go about it and get it over with, so 
I can get on my way?” The astonished 
policeman took him to the nearest town, 
brought him before the judge, and told 
his story. The judge turned to the 
prisoner with the query, “Well, what 
have you to say about it?” to be thun- 





der-struck with the reply, “He is your 
own officer, isn’t he? Don’t you believe 
what he says? Why do you ask me 
whether he is a liar or not?” Incensed, 
the judge imposed a fine and threatened 
imprisonment, only to be met by the re- 
joinder, “Well, hurry up and do what- 
ever you are going to do. Be quick 
about it, for I am in a hurry. You 
can’t do anything to me anyhow.” Re- 
covering from his amazement, and 
wondering whether he was talking to a 
lunatic, the judge finally exclaimed, 
“Well, who on earth do you think you 
are, that you can talk to me in this 
manner?” only to be met with the calm 
reply, “I am the chauffeur of the war- 
den of Sing Sing and I am a lifer.” 

This man has achieved security. All 
his life, so long as you and I pay the 
taxes, a beneficent Government will 
take care of him, feed him, clothe him, 
doctor him, and even relieve him of the 
taxes the rest of us pay. Do you want 
his security, or does he want your /ib- 
erty? 

Those of us who still believe in the 
effectiveness of the fundamental prin- 
ciples of American life will make a 
fatal mistake if we assume that these 
destructive tendencies are of recent 
origin: if we fail to realize that the 
slow poison has been working through 
our body politic for many, many yea's. 
In order that you may realize how far 
back the foundations go, how clearly the 
situation was recognized 15 years 4g0, 
when another Administration and an- 
other political party were in power, let 
me read to you resolutions unanimously 
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of $50,000. 


BROOK M™M 


Corporation 
Founded 1904 





SUPERVISORY SERVICE 
OF CAPITAL FUNDS 


The Brookmire Supervisory Service undertakes the 
supervision, or management, of capital funds for 
Individuals, Banks, Estates and Institutions. 


We shall be pleased to explain this division of 
Brookmire Service to any interested 
or controls, investment funds whic 


Investment Counselors and 
Administrative Economists 


551 Fifth Avenue, New York, A 39 
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Chain Store Efficiency 
records are made available 
to independent retailers in the 


Recorder’s Stock Record System 
(either in cards or book form) 


Samples on Request 


MERCHANT’S SERVICE DEPT. 
209 So. State St., Chicago, Ill. 
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adopted by the convention of this asso- 
ciation on May 19, 1920, as printed on 
page 300 of that year’s proceedings: 


WHEREAS, there exists a wide- 
spread social unrest which is destruc- 
tive of individual happiness, unsettling 
to industry and against the genera 

welfare of all the people and which if 
continued threatens the very founda- 
tions of the Nation itself; and 

WHEREAS, this unsettled mental 
state is caused largely by fancied 
wrongs which have been made to ap- 
i as real, both by careless or mis- 

leading statements appearing in the 
public press and by the deliberate mis- 
representation and falsehood of those 
radical leaders who, for selfish reasons, 
seek by the preaching of unsound eco- 
nomic doctrines to overturn that gov- 
ernment which has created the most 
equal opportunity for advancement ever 
enjoyed by man; and 
HEREAS, ‘the industrial centers 
have been and are now being flooded 
with the most amazing quantities of 
insidious and well-written propaganda 
condemning the existing order of so- 
ciety and advocating doctrines which 
have already undermined the will to 
work and by breeding inefficiency and 
strikes have enormously curtailed pro- 
duction and which if persisted in can 
a art eget and 
Ss, such propaganda can 
be iecsoalali counteracted only by 
making available to the great mass 
of the people industrial information 
and elementary economic principles 
which will enable them to see the vicious 
oy" gaat of such propaganda; now 
i 


RESOLVED: (1) That it is the duty 


of every business man to carefully 
scrutinize that i - of the public press 
which he usually reads; to promptly 
and bia, ong err challenge either in per- 
son or by letter any statement concern- 
ing industry or industrial relations 
which he knows to be untrue or mis- 
leading; and by personal communica- 
tion to endeavor to correct the same or 
any news items or editorials which by 
misrepresenting facts form a basis for 
arguments which may increase social 
unrest and as in favor of those which 
preach the doctrine of true American- 
ism, and 

(2) That the board of directors of 
this association be asked to carefully 
investigate the possibilities, the con- 
junction with such other organizations 
as may seem desirable, of planning and 
starting a nation-wide drive to furnish 
to all our people the simple funda- 
mental economic facts which must be 
the basis of successful industry and 
successful industrial nations to the end 
that they may realize that happiness 
and prosperity can be achieved only by 
industry and natural laws and not by 
idleness and force. 

Fifteen years ago these subversive 
forces were sufficiently active to be 
clearly recognized. It will take some- 
thing besides one campaign to undo the 
damage they have done! 


Shoes That Take the Palms 


[CONTINUED FROM PAGE 28] 


and other accessories—(no pun _ in- 
tended) and if it isn’t. a success in 
shoes within a few weeks, we miss 
our guess! 


There seems to be a place again this 
year for the dark spectator shoe— 
navy, brown, rust and black, trimmed in 
white. The fashion for dark acces- 
ories with light costumes calling for 
reverse treatments in shoes continues. 
Touches of white on shoes, however, 
are much more discreet than this time 
last year. 

In more formal shoes, the step-ins, 
sandals and pumps that go with semi- 
dress costumes, the new story is 
patent leather. Practically every Palm 
Beach and Miami shop will show this 
leather. But Bonwit Teller is pro- 
moting it with special enthusiasm and 
selling it, so they tell us, with ex- 
traordinary success. 

There is something very fresh and 
exciting about this leather, especially 
in its new, brilliant jewel colorings. 
And the fact that it is so easy to clean 
is a very good argument in its favor. 
In Bonwit Teller’s, bright patent shoes, 
or white patent shoes trimmed in color, 
are being tied up with matching bags, 
belts and other accessories. 

Pastel doeskins are still being shown. 
The newest leather of this kind is the 
printed suede that we have seen in sev- 
eral southern lines. 

Linen is on a par with patent in 
new stubby weaves. Several retailers 
will promote printed linen in multi- 
colors as the useful colored shoe that 
will tie in with several plain-colored 
costumes. The race between these two 
materials—patent and linen—will be 
worth watching. 














Family Spirit in Carol Singing 


The orchestra: First row: left to right—R. M. Stetson, L. B. Huebener, H. S. Stanbon, M. C. Nolan, R. Balzarini, A. H. Thompson, 
C. Hanson, C. H. Tucker; second row: left to right—E. D. Smith, H. S. Whitley, A. Cammick, J. Roberts, F. Cantelmo, N. G. Loud, 


BOOT AND SHOE RECORDER, January 4,- 











L. Farnum, Louis Seifred, R. L. Speck, N. Hill, |. Brewer, G. E. Getchell; third row: left to right—W. Lindequist, B. E. Smith, W. 
Crowell, F. C. Gates, H. I. Blair, J. C. Stout, G. J. Perry, F. B. Kershaw, A. S. Ward, A. E. Brandt, W. Connell; fourth row: 
left to right—A. M. Reeves, S. W. Winslow, Jr., L. B. Hooper, C. W. Ward, C. Markey, Jr., H. A. Baker. 





U.S.M.C. Employees Usher 
in Holiday Season 


Boston—Singing the old but ever 
new Christmas Carols the employees 
of the United Shoe Machinery Corpora- 
tion in the big office building in Boston, 
and their friends, ushered in in a most 
enthusiastic manner the holiday sea- 
son. It was the fourth annual occasion 


‘ 
» 
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of this character and the singing was 
accompanied by the Boston office or, 
chestra under the leadership of J. C. 
Stout. 

In order that all who desired to at- 
tend might find opportunity to do so 
the program with variations of concert 





numbers interspersed by the orchestra, 
was given on four occasions, on each 
of which the available space was filled 
to overflowing. 

The orchestra under Mr. Stout’s di- 
rection has achieved a most enviable 
reputation and now numbers 37, all of 
whom are members of the Boston office 
force. 

The concert numbers were solos by 
Richard Balzarini, violin; G. Hanson, 
flute; R. L. Speck, trumpet; and 
Charles Ward, saxophone and were 
most enthusiastically received by their 
coworkers. 


Selling Shoes ’ 


"Down the Line" 
[CONTINUED FROM PAGE 19] 


ever may have accompanied the cus- 
tomer. 

Many little things are done in this 
store, which specializes on health foot- 
wear, that tend to leave a favorable, 
lasting impression with the trade. Mr. 
Showalter said: “In our picture, we 
advocate the placing of children’s liter- 
ature on the chairs alongside women 
customers. Customers are invited back 
for a check-up, not only to impress 





them with the thoroughness of our ser- 
vice, but in the hope that someone will 
come in with them who would be im- 
pressed also with the work we do in 
following through, so giving us a 
chance to work on them also. 

“We also try very hard to have each 
customer leave the store with a copy 
of his or her personal autograph, 
which we expect others to see and be 
curious about. In other words, free 
advertising. 

“Three pieces of literature are 
wrapped in each package, which are 
designed, not only to satisfy the curi- 
osity of the purchaser as to the in-built 
features of the product bought, but also 
to acquaint anyone who might pick the 
shoes up with the fact that we have 
something to sell besides the shoes on 
the shelves. 

“In our store a recent tabulation of 
all customers purchasing shoes pre- 
sented the following results: 

“Customers purchasing shoes unac- 
companied, 44 per cent. 

“Customers purchasing shoes accom- 
panied by one or more persons, 56 per 
cent. 

“More than half our customers pre- 
sented unquestioned ‘Down The Line’ 
possibilities.” 
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The individual and collective experience and 


facilities of these manufacturing units 


are constantly available to the Shoe Industry 


FITZ BROS. CO. 
AUBURN, MAINE 


T. W. GARDINER CO, 


LYNN, MASS. 


UNITED LAST CO. 
BROCKTON, MASS. 


STEWART & POTTER CO. 


BROOKLYN, N. Y. 


THE LAST WORD 


UNITED 


EMPIRE LAST WORKS 
ROCHESTER, N. Y. 
KRENTLER BROS. CO. 
ST. LOUIS, MO. 
KRENTLER BROS. CO. 
MILWAUKEE, WIS. 
UNITED LAST CO., LTD. 
MONTREAL, P. Q. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 





When writing advertisers please mention Boot and Shoe Recorder 
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and Want Add 





SALESMEN WANTED 


SALESMEN WANTED 





WANTED: Salesman for California, Line In- 
fants’ Prewelts and Men’s Beach Sandals, 
commission basis. The Kepner-Scott Shoe Co., 
Orwigsburg, Penna. 





MANUFACTURER with fifty years’ experi- 
ence wants shoe salesmen to introduce new 
type ort ic arch support. Protected 

i rite Hunter, 86 Ellicott St., Buffalo, 





WANTED—shoe salesmen to sell Shoe Doctor 

Shrinkers in southern and western states. 
Large commission paid. Full or part time. 
See us at the Palmer House at the Chicago Shoe 
Fair or write E. C. Smeltzer Co., 121 E. 5ist 
Street, Indianapolis, Indiana. 





WANTED—Experienced salesmen to handle on 
commission line of Women’s Arch Shoes re- 
tailing $4.00 and $5.00. 40 patterns carried in 
stock, factory proposition give references. Ter- 
ritory open—Michigan, Indiana, Central New 
York, Chicago. Address E-562, care Boot & 
Shoe Roser er, 239 West 39th Street, New 
York, N. Y. 





EXPERIENCED shoe salesmen with good fol- 
lowing in Eastern Shores of Maryland, East- 
ern and Western Pennsylvania to carry line of 
Men’s, Boys’, Children’s Shoes, Growing Girls’ 
Sport Oxfords and Women’s McKay and 

year Welt Arch Support shoes retailing at $2. 00 
to $4.00. We have large established trade in 
these territories. Drawing account to the right 
man. Full particulars in first letter. A.Meltzer, 
28 North 4th Street, Phila., Pa. 





LIVE WIRE SALESMEN To Sell Shirley 
Temple slippers direct to retail trade all 
territories open. Only. those who have contacts 
with children’s and misses’ better grade stores 
need apply. State in reply lines now carried, 
volume sold 1935, type of —y called. Give 
account how often trade is Give refer- 
ences in first letter. RESTFUL. ‘FOOTWEAR 
COMPANY, 31 Wilkinson Ave., Jersey City, 





SAL _ESMEN WANTED to sell our high styled 
line of Women’s Novelty Footwear, to retail 
from $2.00 to $3.00. Strictly commission basis. 
The following territories open with the exception 
of certain cities: Michigan, Illinois, Northern 
Indiana, Missouri, California, Nevada, Nebraska, 
Northern Kansas, Towa, Wsconsin, Minnesota. 
Apply by letter immediately! Give full details 
a particulars as regards your ability, experi- 
ence, age, and present and past employment. 
Langer-Lippman Company, 163-167 Lincoln 
Street, Boston, Mass. 





EXPERIENCED with women’s novelties to re- 
tail $2.00 and $3.00 for Buffalo, Rochester, 
Syracuse, and vicinity, commission basis. Must 
have substantial following. Give references. 
Address E-554, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





ish. Low prices, 
Polish Co., 2319 


W America’s finest white. pli as_ side line 


America’s finest white 
liberal commission. Miracle 


Delmar Blvd., St. Louis, Mo. 





SALESMAN wanted for all territories to carry 
good snappy line ladies’ sport oxfords to re- 
tail for $1.98. ood opportunity for main or 
side line. Address E-561, care Boot & Shoe 
Rocasder, 239 West 39th Street, New York, 





SALESMEN. calling on well rated retailers to 
carry as side line wholesaler’s complete line 
of House Slippers and Beach Sandals on com- 
mission basis. Give complete details and refer- 
ences in first letter. Address E-549, care Boot 
& Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





POSITION WANTED 


SHOEMAN, age 34, desires position as st ore 
or department manager, has had sixteen years’ 
retail experience, ten years as manager, thor. 
oughly familiar with chain store operation, also 
window trimming, will go anywhere. Address 
E-544, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 








SALESMAN and Factory executive familiar 
with volume trade seeks connection, shoe or 
factory supplies. Address E-559, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





WANTED West Coast salesman having estab- 

lished trade for long line popular priced 
ladies’ novelty shoes. commission basis. Ad- 
dress E-550, care Boot & Shoe Recorder, 140 
Federal St., Boston, Mass. 





SALESMAN wanted for Washington, Or 

and surrounding territory to carry qua ity 
line stitchdowns, prewelts, ladies’ turns. Com- 
mission only. Wonderful proposition right man. 
All details first letter. Address E-551, care Boot 
& Shoe Recorder, 209 South State St., Chicago, 


Tllinois. 





W ANTED—Salesman | acquainted with better 
class of merchants in Texas and Oklahoma, 
to carry a line of ladies’ Turns, Welts and Uco 
Arch-Type Dress Shoes, in $5.00 and $6.00 re- 
tailers. Please give full particulars in reply. 
Address E-552, care Boot & Shoe Recorder, 2 
South State St., Chicago, II. 


AN 45 years of age, with 20 years’ execu- 

tive experience, capable of taking complete 
charge of manufacturing, leather buying and 
styling of men’s fine shoes, open for position. 
Would like to become manufacturer and would 
put {my experience and ability against a finan- 
cier’s capital and a shoe jobber with a volume 
outlet or a chain store or mail order house, 
Would also consider s uuperintendency, factory 
manager or leather buyer’s job with progressive 
men’s shoe manufacturer. References furnished. 
Interview solicited. Address E-555, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





MANUFACTURERS, Attention, 15 years’ road 

ience throughout the EAST: MAN 
35 desires connection with live manufacturer. 
Experienced Shoe Man—Best References. Ad- 
dress E-556, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





LINE WANTED 


CANADIAN Manufacturer of Rubber and 
Canvas Footwear is desirous of diversifying 
their line of products or would interested i; 
neers § any branded or special feature 

senge S. manufacture for the Canadian 
market. ys ed is well equipped for manu- 
facturing with sales organization capable 
covering m Canadian market. Address ~—- 
care Boot Shoe Recorder, 239 West 
Street, News York, N. Y. 








WANTED Line felt slippers, Child’s leather 
strap or barefoot sandals to sell department 
and chain stores in Chicago, Milwaukee and 
surrounding towns. Have many years a 
ence. Address E-560, care Boot 

Recorder, 209 South State St., Chicago, an 





LS of shoes wanted for Greater al York. 
Abr. Laks, 190 Varet St., Brooklyn, : - 





POSITION WANTED 


ATTENTION—SHOE RETAILERS Young 
man of executive ability desires change. Ten’ 
years’ experience in retail shoe business. Now 
managing old established family shoe store. 
Sales ability and sound judgment vouched for by 
present employer. Write or wire for personal 
interview. Address E-557, care Boot & Shoe 
Recorder, 209 South State St., Chicago, Illinois. 








FOR SALE 


HOE store for sale in New Jersey. Address 
E-558, care Boot & Shoe Recorder, 239 West 


39th Street, New York, N. Y. 








FOR RENT 


STORE for rent, available October 1936; has 
been shoe store for number of years; 100% 
location, city of 125,000 in New Jersey. Size 
12’ x 60’, rent reasonable. dress E-553, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 








BUSINESS OPPORTUNITY 








YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal uired or goods to buy; no agency 
or sol citing. "Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 











address should be counted. 


CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
mum charge 75 cents. For all other classified advertisements the rate is 7 cents per word. 
When a box number is desired twelve words should be added for the address. In all other cases each word of the 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 45 words. 


Classified advertising is payable in advance. 
§= Advertisements for this page must be in our New York office on Friday of the week —w publication. “] 


Minimum charge, $1.25. 
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MERCHANTS’ NEEDS - 


WANTED TO PURCHASE 


MERCHANTS’ NEEDS 








The Shoe Doctor Shrinkers 


With pared fluids, 
shrink feather and” PR ogee shoes with- 


After months of experimenting, we have 
perfected a Roller Type Device which is 
easy and simple to oper- 
; ate and will shrink-out 
gapping and fullness 
around top of shoes. 
Saves sales and makes 

satisfied customers. 


The Original Shoe 
Doctor Shrinker iron 
combined with the new 
Roller Type Device 
makes a complete shoe 
shrinking set. Eliminate 
your shoe complaints by 
ordering these at once. 

See them demonstrated at the <r 

Shoe Fair in Chicago, Jan. 6-9. 

Curved Iron now only 

Roller hig A Device 

Complete Set 

(Fluids ineluded In above prices) 
f.c.b. Indianapolis, Ind. 


E. C. SMELTZER CO. 


121 E. Sist Street, Indianapolis, Ind. 








Morris Augenblick On 
Vacation Cruise 


New YorK—Morris Augenblick, pres- 
ident of Morris Shoe Company, 143 
Duane Street, distributors of juvenile 
footwear, sailed Friday, December 20, 
for a Christmas West Indies cruise on 
the S. S. Champlain of the French 
Line. 

Before sailing, Mr. Augenblick re- 
ported that the year 1935 has been the 
most successful in the history of the 
firm, and on board ship he plans to 
while away his leisure hours in formu- 
lating plans, new styles and designs. 
Mr. Augenblick will return shortly af- 
ter the first of the year. 

He is accompanied on the cruise by 
his wife and their daughter Selma. 


Shoe Chain to Close 


EMMETSBURG, IowA—Hamms & Sons, 
operated here for the last 10 years by 
Joe and John Hamms, together with 
shoe stores in Estherville and Poca- 
hontas, will close out all their stores, 
as soon as stocks can be disposed of, 
it is announced. 


Lauderdale's Increase Space 


GLENDALE, CALIF. — Lauderdale’s, 
major Glendale department store, has 
increased the size of its shoe depart- 
ment 25 per cent since moving it from 
the first floor to the second, where J. B. 
Lauderdale, son of the proprietor, is 
now manager and buyer. The Red 
Cross line has lately been added. 





WE BUY 
lus Wholesale and Retail 
randed Shoes such as 
Enna-Jettick, Vital- 
Queen Quality, Bos- 
tonians, Stetson, Red Nunn Bush, Etc. 


IRVIN ohy-y- 


“The Hi 
88 Reade ot ‘Cor. Church 
Phone Barclay 7-7887 New York City 








CASH FOR BRANDED SHOES 


Men’s, Women’s—Factory or Retail 
Wanted: Red Cross heim, Arch Preserver, 
Enna Jettick, etc., Nunn-Bush, Bos- 
tonian, Walk- » ete, 


BARIS SHOE COMPANY, Inc. 
79 READE STREET, NEW YORK 
Telephones WORTH 2-5180, 518! 








Buyers of Surplus Stocks 
We will buy surplus or entire os of shoes 
from manufacturers, bers or retaile 
QUANTITY NO “OBJECT 
KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 














MERCHANTS’ NEEDS 





Get your copy 
Dollars.” An interesting a 
iatermetive m . that an 


FREE er 


= 
trade. write ‘SELVA & sna ine. Deot. 
“B,” (607 Broadway, N. Y. 


of Payee 





Baxter's Plan New Store 


SEATTLE, WASH.—Baxter’s, Inc., one 
of the large retail shoe organizations 
in Seattle with two stores in this city, 
one at 1406 Second Avenue and an- 
other at 1506 Fifth Avenue, is on the 
verge of a huge expansion program 
that will give Seattle one of the finest 
new shoe stores in the Pacific North- 
west. Baxter’s has leased the store and 
basement at 1512 Fifth Avenue, a short 
distance from its present Fifth Ave- 
nue store, and plans to open the fine 
shoe emporium in time for Easter mer- 
chandising. Opening date is set in the 
Spring inasmuch as a great deal of 
preparation must precede the opening. 
About three times the amount of floor 
space now occupied by the Fifth Avenue 
store will be available in the new quar- 
ters. Several thousand dollars are to 
be expended by Baxter’s in remodeling 
the store for a fine shoe setting. 

Carl Douglass, president of Baxter’s, 
is planning to increase the size of 
shoe stocks carried commensurably. 





THE DUNDE 
SHOE RESHAPING MACHINE 


is a necessity to every retailer. 


Practical and economical. More than 

ere for itself within a very short time. 
Eliminates gapping, slipping at heels, 
and many other fitting 


cost of rebindin 
by leading retailers 


evils. Endorse 
throughout the country who wonder 
how they ever got along without this 
machine. 











Machine without hand iron 
Machine complete with hand iron... 
Hand iron only 


f.o.b. New York City 
Ask for Descriptive Literature 
DUNDE SHOE RESHAPING DEVICES, INC. 
13 EAST 37th ST. NEW YORK, N. Y. 














MERCHANTS’ NEEDS 


DISPLAY © 
FIXTURES 


Again SEGALL & SONS Toke 
the Lead by Presenting Display 
Equipment in the Newest of 
Modern Designs ot Prices You 
Will Find Most Agreeoble. 
A special folder, has 
been prepared. Please ask 
us to mail you a copy 


SEGALL & SONS 


923 Arch St., Philadelphia 











Shoe Store Damaged 


MonTcLaiR, N. J.—The Montclair 
Bootery Shop was damaged by fire 
December 13. The blaze was appar- 
ently started by a short circuit in an 
electric iron. The damage to stock, 
fixtures and the a was estimated 
at $1,000. 


Appointed Manager 


NEW ORLEANS, LA.—Val Boudous- 
quie, formerly with the shoe depart- 
ment of Feibleman’s, and a high execu- 
tive with the Chandler people, in this 
city, has been appointed manager of 
Newstadt’s Shoe Store in Baton Rouge, 


La. Mr. Boudousquie has been con- 
nected with the retail shoe business for 
the past 20 years. 
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Three Firms Join Associated 
Shoe Merchants 


New York—The Associated Shoe 
Merchants, Inc., have recently admitted 
three new members, making a total of 
nine members operating nineteen re- 
tail shoe stores. These new members 
are: The Sterling Shoe Stores Corp., 
of 220 Weybosset Street, Providence, 
R. I. (1. P. Pearlman, president), which 
operates two stores in Providence and 
one in Boston; Louis Rosenfeld, of 791 
Chapel Street, New Haven, Conn., and 
N. Ostrow, of 778 East Tremont Ave- 
nue, Bronx, N. Y. These three new 
members, like the other members of 
the association, are all old established 
firms, outstanding in their respective 
communities. 

The Associated Shoe Merchants, Inc., 
have completed their selection of 
Spring resources on women’s welt lines, 
and substantial orders have already 
been placed. Resources for children’s 
and men’s shoes have been selected. A 
number of outstanding women’s fashion 
shoe resources for Spring are now 
being investigated. 

During the year it has been in ex- 
istence, the association has been most 
successful. This success is shown in 
the growth of the association itself, 
in the progress of its individual stores, 
and in the development of the good 
will of. the manufacturers who work 
with them. 

The office of the Associated Shoe 
Merchants, Inc., in the Marbridge 
Building, is now open daily. Max 
Stein, formerly shoe buyer for Bam- 
berger’s in Newark, is manager of the 
office. 


Shoe Manufacturers Make 


New Agreement 


LYNN, Mass.—The Eastern Shoe 
Manufacturers’ Association and the 
United Shoe & Leather Workers’ Union 
have made a new agreement, effective 
Jan. 2, and good for one year. 

This agreement continues present 
price lists, subject to a proviso that if 
prices of women’s shoes advance in the 
markets, prices for labor will be in- 
creased correspondingly. 

The agreement also permits a 45- 
hour week during 16 weeks of the year, 
shoemakers to get one-third extra for 
overtime work. 


Novel Display Windows 


MILWAUKEE, WIs. — Hi-Mount Shoé 
Stores, operators of two stores on Mil- 
waukee’s west side, has fitted up its 
small basement windows below its regu- 
lar show windows as display windows, 
thereby giving the shops additional 
window display space. Both the stores 
are located on business streets and 
these lower windows, approximately 
three feet high, are also kept lighted 
at night, serving as additional stoppers 
for passersby. 
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BOOTS AND SHOES 


BROOKS SHOE MFG. CO., Philadelphia, Pa 

CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass 
COLT-CROMWELL CO., New York City 

CONNELL, J. M., SHOE CO., S. Braintree, Mass 
ENDICGTI-JOHINSON ‘GORP., Endicott, N.Y... 0.06500... ccc ccccdescccccsececes 6,7 
KIRKENDALL BOOT CO., Omaha, Neb 

LUMBARD SHOE CO., Auburn, Me 

McCONNELL MOCCASIN CO., Auburn, Me 

MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass 
MUSEBECK SHOE COMPANY, Danville, III 

ROBERTS, JOHNSON & RAND, St. Louis, Mo 

ROHN SHOE MFG. CO., Milwaukee, Wis 

SELVA & SONS, New York City 

SERVICE LEGGING CO., INC., New York City 

UNITED STATES RUBBER PRODUCTS, INC., New York City 
WRIGHT, E. T., & CO., INC., Rockland, Mass 


HOSIERY 
SCHUYLKILL VALLEY MILLS, Spring City, Pa 


LEATHER AND OTHER MATERIALS 


ALLIED KID CO., McNeely Div., Philadelphia, Pa 

COLONIAL TANNING CO., Boston, Mass 

GOODYEAR TIRE & RUBBER CO., Akron, O 

KISTLER LEATHER CO., Boston, Mass 

LEVOR, G., & CO., INC., Gloversville and New York City...........cccc eee ceeuee 2.3 
RUEPING, FRED, LEATHER CO., Fond Du Lac, Wis 2nd Cover 


MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 


LITTLEWAY PROCESS CO., Boston, Mass 
UNITED LAST COMPANY, Boston, Mass 
UNITED SHOE MACHINERY CORP., Boston, Mass 


STORE EQUIPMENT 


DUNDE SHOE RESHAPING DEVICE, New York City 
PITTSBURGH PLATE GLASS CO., Pittsburgh, Pa 
SEGALL & SONS, Philadelphia, Pa 

SHOE FORM CO., Auburn, N. Y 

SMELTZER, E. C., CO., Indianapolis, Ind 


MISCELLANEOUS 


AMERICAN WEEKLY, New York City 

BARIS SHOE COMPANY, New York City 
BROOKMIRE, New York City 

HOTEL BELLEVUE-STRATFORD, Philadelphia, Pa 
HOTEL PENNSYLVANIA, Philadelphia, Pa 

IRVIN RUBIN, New York City 

KIRSCH-BLACHER CO., INC., New York City 
STEPHENSON LABORATORY, Boston, Mass 
WILLMARK SERVICE SYSTEM, INC., New York City 
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‘a 




















i 140 BRAL STREET, BOSTON, MASS. 
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When writing advertisers 








please mention Boot and Shoe Recorder 





will make your boot business 


MORE PROFITABLE 


Our Full Stock of Riding, Field, Cow- 
boy, Jodhpur, and Service Boots is 
ready for the instant filling of orders 
for Men, Women, Boys, and Girls. 


* 
«x 
* 
* 
* 
*« 
* 
* 
* 
* 
* 
*« 
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The New 1936 Line is an Eye-opener NEW PATTERNS .... NEW STYLES 


KIRKENDALL BOOTS are made by skilled boot crafts- ON DISPLAY 

men, enjoying 52 weeks of steady employment. Working Texas-Oklahoma Shoe Retailers Convention .. . Fort 
only on boots, they take a pride in their product. And Worth, January 20, 21, 22. 

when you buy KIRKENDALL BOOTS you supply your Texas Hotel. In attendance:—George Morse, Factory 


customers with a superior article that only such spe- Supt.; Clare S. Moore, Texas Salesman; Jim Duval, 
cialized labor can produce. Catalog on Request. Oklahoma Salesman. 





America’s Largest Exclusive BOOT HOUSE « The largest floor stock + 100 styles « largest variety 
When writing advertisers please mention Boot and Shoe Recorder 
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Both North 
E-J Tennis Shoes 


5026 -—Women’s White Duck 
bal oxford, ventilated =” 


genuine leather in- 
rr 2% 8 

5026'//2—Misses’ 1/ 

5026%4—Child’s . 6/10% 

5027 —Same in Black 

5025 —Same in Suntan 

5020M—Men’s white Duck Bal 
oxford, ventilated 


ii se eee OA THERE'S AN 
50205 Youtne fe ENDICOTT. ann 


5020Y.—Little Gents’ :6/10% 


= Same in Brown (P 
“Same in Black sols ALC 
















me) 
EVERY SHOE STORE 
IN AMERICA 





Endicott-Johnson Products comprise 
the widest range of footwear neces- 
sities the market can boast. Designed 
to fit every occasion the year ‘round, 
they serve the entire American family 
from the youngest to the oldest. 


5014M—Men’s — Duck 
upper, white cut- 
5040M—Men’s White — : > gg ng 
r, black tire = \ 
<i sole, ventilated . — : foxing, ventilated 
genuine eneean f ee / —~? VU see leat 


Balay,— Youths" ; 11/2 
5012M—Same in White 
5013M—Same in Brown 


3oagM—_Same in Brown 5015M—Same in Suntan 
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‘hyand South 


as | Sell the Year "Round 


ro those who spend the winter 
play hours in gymnasiums, or for 
those fortunate ones who live in 
climes where summer weather al- 
ways reigns, Endicott-Johnson Tennis 
Shoes fill every requirement. 


Excellent for Basketball, gym work, 
or Tennis, Sailing and outdoor sports, 
they are always in demand by every 
customer who leads an active life the 
year ‘round. 


E-J Tennis Shoes have a strong selling 
feature too. Every pair is made with 
Standon ventilated genuine leather 
insoles, which don't curl or crease 
and which keep the feet cool and 


12) properly supported offering certain 

5. protection against burning or 

" soreness. 

d, Order E-J Tennis Shoes today. They're 

y, In-Stock and will be shipped to you 
at once. 


549—Men’s Brown Duck 

upper, heavy white pep- 

yuck per sole, white inner 
put foxing, ventilated genu- 







ae ine leather insole 6/12 
i 509 —Boys’ .......... 2146/6 
_ 5049/2—Youths’ 2.1... 11/2 
11 5M91%4—Little Men’s ...6/10% 






I—Same in White 
5047M—Same in Suntan 
5048M—Same in Black 


























SOONER ES SAS 


5024M—Men's White Duck 
bal oxford, Sanded 
Crepe Sole, ventil- 
ated genuine leather 
i eer 6%/11 


5024 Same in Women’s 


we 2 ee en ee 


5060M—Men’s White Lace-to- 
Toe oxford white imi- 
tation crepe sole, ven- 
tilated genuine leather 
ree 6/12 
5060 —Boys’ ........ 2%/6 
5060!/2—Youths’ ........ 11/2 
5060/4—Little Men's. 6/10% 
5062M—Same in Black 
5063M—Same in Brown 
















ST. LOUIS, MO. 
N&W YORK CITY. 





REGIONAL 
IN 


The individual and collective experience and 
facilities of these manufacturing units 


are constantly available to the Shoe Industry 


FITZ BROS. CO. EMPIRE LAST WORKS 
AUBURN, MAINE ROCHESTER, N. Y. 

T. W. GARDINER CO, KRENTLER BROS. CO. 
LYNN, MASS. ST. LOUIS, MO. 

UNITED LAST CO. KRENTLER BROS. CO, 
BROCKTON, MASS. MILWAUKEE, WIS. 

stewart & potrenco, THE LAST WORD  ynitep tastco., tb. 


BROOKLYN, N. Y. U N | tT E D MONTREAL, P. Q. 


UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
When writing advertisers please mention Boot and Shoe Recorder 
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prasenting A LEADER FOR SPRING 
) * 


4 


COLOR 29 


Here is an authentic Spring color—a handsome 
light brown in the spirit of the season — and 
here is Gallun’s conception of Cretan No. 29 
in a lightweight shoe for town wear in summer. 
A. F GALLUN & SONS CORP., Milwaukee, Wisconsin 


GALLUN LEATHERS 


ALWAYS STANDARDS OF EXCELLENCE 


When writing advertisers please mention Boot and Shoe Recorder 








AND SHOE RECORDER, January II, 1936 


"MUST BEAGOOD SHOE 
- ITS TROSTEL CALF!” 


@ It goes without saying—a shoe of Trostel 
Calf must be a good shoe. First, because the 
leather itself plays an important part in mak- 
ing the shoe good. Second, because the excel- 
lence of Trostel Calf attracts those manufac- 
turers who will not compromise on quality. 


“ - 


writing advertisers please mention Boot and Shoe Recorder 





